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Leisure-time footwear 
calls for Rueping’s TOMAHAWK 
. a flexible, yet sturdy 
leather that keeps its 
shape and retains its beautiful 
aniline finish for the 


life of the shoe. 
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| , > STYLE NO. 558 
Hand Sewn — Apache Last 


PLYMOUTH SHOE COMPANY 
MIDDLEBORO, MASSACHUSETTS 


Ask for Tomahowk — tanned the Rueping way! 


Samoles ot your request. 


Be ecriNG 


1@ LEATHER ¢o., FOND DU LAC, WISCONSIN, U.S.A. 
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Letters to L & S 





Ogre 
Sirs: 

Your article, “Factory-Owned Shoe 
Stores — A Trend And Its Signifi- 
cance,” in the April 4 issue, was ex- 
cellent. I particularly liked the end, 
and agree that this ogre is a thing to 
be neither feared nor favored. It is 
just a thing to be described for what 
it is worth, as the word big used to 
describe their operation via pairs, 
plants, assets, etc. Your story also 
describes their problems and complica- 
tions and confusion. 

Nevertheless, I think the factory- 
owned store, 1953 style, is a trend. 
Not like the opera pump is a trend, 
but as the Charleston dance was—a 
hanger-on even yet, but now at its 
true value. 

James S. Legg 
Sales Manager 
Heydeys Shoes, Inc. 
St. Louis 


Open Market 
Sirs: 

We are Nigerian importers very 
much interested in developing busi- 
ness with American producers and ex- 
porters making men’s crepe soled 
shoes, shopping and beach bags, leather 
waistbelts, leather jackets, shoe ce- 
ments, and a variety of other products 
made by U. S. manufacturers of foot- 
wear and leather products, We would 
like to have all interested firms con- 
tact us, giving us details of their 
products for export here. 


The Rainbow Trading Co. 
138 Broad Street 

Lagos, Nigeria 

British West Africa 
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Coming Events 








April 26-28, 1953—Fifth Factory Manage- 
ment Conference. Sponsored by National 
Shoe Manufacturers Association. Nether- 
lands-Plaza Hotel, Cincinnati, O. 


May 1-2, 1953 — 1953 Convention of 
North American Superintendents’ and Fore- 
men’s Association. Hotel Commodore, New 
York City. 


May 3-7, 1953—Popular Price Shoe Show 
of America showing of footwear for Fall 
and Winter 1953. Sponsored by National 
Association of Shoe Chain Stores and New 
England Shoe and Leather Association. 
Hotels New Yorker and McAlpin, New 
York City. 


May 10-13, 1953— Parker House Shoe 
Show. Sponsored by Boston Shoe Travel- 
ers Association and Parker House Show 
Committee. Parker House, Boston. 


May 25, 1953—Joint M~eting, Metropoli- 
tan New York Region of National Hide 
Association and National Association of 
Importers and Exporters of Hides and 
Skins. Hotel New Yorker. 


June 7-10, 1953—Annual Convention of 
American Leather Chemists’ Association. 
Netherland-Plaza Hotel, Cincinnati, O. 


June 13-15, 1953—Shoe Service Industry 
Trade Exposition. Sponsored by Shoe Serv- 
ice Institute of America, in conjunction 
with its 48th Annual Convention. Hotel 
Sherman, Chicago. 


June 15-16, 1953—Annual Spring Meet- 
ing of National Hide Association. Sham- 
rock Hotel, Houston, Texas. 


Aug. 2-6, 1953—National Luggage and 
Leather Goods Show. Sponsored by Lug- 
gage and Leather Goods Manufacturers of 
America, Inc. Hotel New Yorker, New York 
City. 


August 17-19, 1953—Allied Shoe Products 
and Style Exhibit. Hotel Belmont-Plaza, 
New York City. 


August 18-19, 1953—Showing of Amer- 
ican Leathers for Spring and Summer, 
1954. Sponsored by Tanners’ Council of 
America. Waldorf-Astoria, New York City. 


Sept. 6-11, 1953—Annual Meeting, Inter- 
national Union of Leather Chemists Soci- 
eties. Barcelona, Spain. 


October 11-14, 1953 — Canadian Shoe 
& Leather Convention and Shoe Fair. Spon- 
sored by shoe manufacturers, shoe sup- 
pliers and tanners. Mount Royal Hotel, 
Montreal. 


Oct. 21, 1953—Annual Fall Meeting, Na- 
tional Hide Association. Edgewater Beach 
Hotel, Chicago, Ill. 


October 22-23, 1953—Annual Fall Meet- 
ing of Tanners’ Council of America, Edge- 
water Beach Hotel, Chicago. 


Oct. 26-29, 1953—National Shoe Fair, 
sponsored jointly by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association at the Palmer House 
and other Chicago hotels. 
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SIDES SPLITS 


Featuring light weight For every purpose. 
leathers in white & colors Exceptional quality. 



































You cau do better at Korn s— 





Representatives 


S. FARKASH, INC. 
New York, N. Y., and 


Pennsylvania 
ANTON INGRAHAM 
St. Louis, Mo. 
rh LEATHER CO 
Ohio Territory a 


JOSEPH HALL, INC. TANNERIES & SALESROOMS 


Rochester, N. Y. oes 
VICTOR W. HEARTEL PEABODY ’ 


Chicago and Milwaukee 


WM. T. DAVIDSON 
Los Angeles, Cal. 
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Business psychology these days 
has gone plumb crazy, and the morale 
of many businessmen has gone a little 
berserk with it. It sums up to this. 
Everybody hates war. But business 
thrives in a war or defense-prepara- 
tion economy. Everybody loves peace. 
But in a peace-time economy the 
jitters meve in with the thought that 

usiness activity must level off to a 
plane somewhere between “normalcy” 
and a deep depression. 

For the past 14 years we've been 
living in a war or defense-preparation 
economy. We've become accustomed 
to it with all its confusion and infla- 
tion and government restrictions. 
We've not only learned to live in such 
an environment but have come to re- 
gard it as something closer akin to 
“normal” than is a_ peacetime 
economy—the last of which, on a 
full scale, was way back in the 
Twenties. 

But now, with a variety of peace 
overtures being made, and nobody 
certain that Malenkov and his mates 
won't do a complete erratic turnabout 
and shoot the works for international 
peace, many businessmen are doing 
a mental St. Vitus dance. The theme 
of this psychological terpsichore: 
what'll happen to business—my busi- 
ness especially—if full-scale peace 
comes? 


Buzzing Theme 

We've listened to this theme buzz 
around the shoe and leather industry 
in recent weeks, as it has buzzed 
around virtually every industry. The 
thing that’s giving us the jitters is 
not the economic possibilities of 
peace, but that so many businessmen 
should be a little jittery about the 
prospects of peace. There’s something 
so confounded un-American about 
this current attitude that, frankly, it 
scares hell out of us. 

Ever since the Pilgrims set them- 
selves up in business about 350 years 
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Prospects of peace are giving many of us 


economic jitters. 


But a deeper look may 


give a fresh viewpoint, because 


PEACE MEANS ECONOMIC HEALTH 


ago, economically this country has 
lived by a simple, basic theme: if you 
make a good product which you think 
people need, and work hard enough 
and persistently enough at selling it, 
you'll prosper. We believed in it so 
much that it has become a typically 
American philosophy. We fashioned 
our whole government to protect and 
foster this idea. We became the first 
country in the world to take the leash 
of economic initiative off its people, 
to say, “Go ahead and make the most 
of yourselves.” 


Dynamic Idea 


This simple but dynamic idea re- 
sulted in a rate of economic growth 
and prosperity which astounded the 
world—and still astounds the world. 
And it was a growth of prosperity 
which thrived almost wholly in a 
peacetime economy over the past 300- 
odd years. 

Yet, ironically, it is the prospective 
return of this same peacetime econ- 
omy that is now agitating the butter- 
fly wings in the stomachs of many 
businessmen. 

And there’s still another way to 
look at it all. Aside from the moral 
and sentimental values of a return to 
peacetime, economically the return of 
such an era should prove the healthi- 
est shot in the arm this country has 
ever experienced. 

For nearly a decade and a half 
there has been a steady deterioration 
and disintegration of the most potent 
force in American business: sales- 
manship. That’s no off-the-cuff state- 
ment but is factuaily and statistically 
recorded by a variety of organiza- 
tions set up to analyze and evaluate 
selling, particularly at the retail level. 
It applies to shoe stores along with 
practically all other retail outlets. 

We no longer have sales personnel 
but service personnel. We have per- 
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sonnel which brings shoes to the cus- 
tomer, tries them on, and wraps up 
the shoes when the customer nods 
okay. Gas station attendants fill your 
tank on request, collect the charge. 
then wait for the next car to drive up. 
Department stores clerks, beyond ac- 
quiring the technique of laying an 
item on the counter for customer in- 
spection, acquire little else except 
boredom and aching arches. 


The Fault Lies... 

To criticize this personnel for 
lethargic gestures of service and al- 
most complete absence of selling 
effort is a little unfair. It is the in- 
evitable consequence of a lush, soft 
economy which rests on a false bot- 
tom—a wartime or defense-prepara- 
tion economy. Yet, much of the fault 
also lies with management which itself 
has gotten a little flabby around the 
waist from lack of exercise and food 
too rich for the economic corpuscles. 

While the character and intensity 
of America selling—its merchandis- 
ing, advertising, sales techniques, etc. 
—continue to awe the world, it does 
not awe us. We take it for granted. 
But that has been the chief failing in 
a lush war or defense economy: we’ve 
taken our best weapon too much for 
granted. It has grown a bit rusty. No 
spit and polish. 

A peacetime economy can make a 
drastic but healthy change by re- 
creating some of the lost vitality of 
American business; by returning us 
to an era of vigorous “sell” to replace 
that sodden era of apathetic service. 
And if peace returns that gift to us, 
not only will we have nothing to fear 
but every reason for confidence in an 
economy that will continue to expand, 
but on far sounder ground. 


Reprints at nominal costs: Up to 100, 10c 
each; 200-500, 5c each; 1000-3000, 2%c each; 
5000 or over, 1c each. 


April 25, 1953 





Shoe by 
Jarman Shoe 
Company, 
Division of 
General Shoe 


Corp., 
Nashville, Tenn. 


Shoe manufacturers using Shain 


) Nylon Mesh and Nylon Lace (this 
S a red includes the biggest names in foot- 
wear) prefer them because of mini- 

mum cutting waste, superb quality, 


a 
0 Ol tunit and uniform finish. Specifically de- 
signed for use in shoes only, they 


are made heavier with a costly, 

permanent, easy-to-clean, crease- 

when the Best resistant finish. Result: lower pro- 
duction costs and the smallest re- 

turns of nylon mesh shoes in the 

[ ! industry. When the best costs less, 
0S § ess can there be any question of where 

” to buy? 


When you think of Nylon Mesh 
think of Shain! 


AND COMPANY, INC. 
Anoth Established 1907 
Mavis. 184 LINCOLN ST., BOSTON, MASS. 
tcie : : o> , Subsidiary: Shain and Co. Ltd., Montreal 


Wolsam, oauet ait REPRESENTATIVES IN ALL 


Now York She - PRINCIPAL SHOE CENTERS 
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Popular Price Show Expects 


STRONG BuyiING ACTION 


High-pitch production and good retail business assures success 


The tenth Popular Price Shoe Show 
to be held in New York, May 3-7, 
will take place in an environment of 
high optimism concerning shoe busi- 
ness—present and immediate future. 
With shoe production for the first 
uarter of 1953 setting a new record 
or that quarter, and Spring retail 
shoe sales moving along at a grati- 
fying clip, retailers and manufactur- 
ers alike foresee 1953 at least equal- 
ling the output of 1952 (third highest 
output year on record) and standing 
a good chance of surpassing it. 
how officials regard this current 
state of affairs, along with the feeling 
of optimism permeating the industry, 
as being a very promising sign for 
bustling activity, saleswise, at the 
Show in New York. 


Inventories Promising 

Another promising sign is the 
status of retail inventories. Almost 
nowhere have there been any reports 
of excesses or surpluses concerning 
inventories. Most reports indicate a 
normal level of inventories, while 
many are still cautiously a little be- 
low the line of normal. In short, a 
healthy condition of stocks—and sig- 
nifying ample opportunity to absorb 
further stocks of shoes for Fall sell- 


An attendance of some 6,000 re- 
tailers and buyers is expected to view 
the exhibits of the 600 firms showing 
in 1,000 sample rooms. More than 
400 brand lines will be on display. 
The Show will be centered, as usual, 
in the New Yorker and McAlpin 
Hotels. 

One of the highlights of the Show 
will be the introduction of a new 
fashion presentation under the title 
“Pederama.” This consists of a five- 
screen projection system, the screens 
having a sweep of 40 feet in width 
in a se position. The pro- 
jection process was created by the 
same engineers responsible for the 
much publicized “Cinerama,” or 
three-dimensional movies. Full color 


Frank Schell 


John Foote 


Co-Chairmen, PPSSA 


projections of still photographs are 
given panoramic sweep and novel 
visual effect. 

Under the direction of Ruth Ham- 
mer, the fashion show, using live 
models, will project some 250 pairs 
of men’s, women’s and children’s 
shoes onto the screen. There will be 
two of these fashion shows on Mon- 
day, May 4th, at 10:30 A.M. and 
4:30 P.M. 

Two groups of shoe fashions will 
be presented. One, the “trend setters” 
selected from top-price lines to in- 
troduce important influences due to 
affect popular price markets; two, 
adaptations of these ideas within the 
popular price market. 

One problem facing popular price 
shoe producers is the anxiety of price 
“asaya According to John E. F. 

oote, president of the New England 
Shoe & Leather Assn., and co-man- 
ager of PPSSA, a number of shoe 
manufacturers may find it difficult 
to held prices, which have been hold- 
ing pretty firmly, while other costs, 
such as labor, seem certain to have 
their annual rise. 

However, despite the seemingly in- 
evitable rise in labor costs this year 
(estimated at around 3-5 percent), 
most other costs are expected to re- 
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main at current levels, and in some 
instances decline slightly. For ex- 
ample, chief cause for leather prices 
holding firm has been the heavy de- 
mand for leathers due to the high 
pitch of shoe production over recent 
months. But the Tanners’ Council re- 
ports that both cattle and calf slaugh- 
ter for the first quarter has been 
substantially above the generous esti- 
mates of last year. This indicates an 
appreciable increase in the availa- 
bility of cattle hides and calfskins, 
thus taking some of the pressure of 
any tendency for rawstock prices to 
rise. 

In addition, the promise of tax 
relief and mild declines in overhead 
costs for business firms may tend to 
more than compensate any rise in 
labor costs. Overall, it appears that 
the anxiety about holding price lines 
may not prove as intense as presently 
appears on first glance. 

uying activity at the PPSSA is 
expected to be above that of any re- 
cent PPSSA show. With Spring shoe 
sales having chalked up a respectable 
mark, despite a spell of bad weather 
in the East, and summer sales holding 
good promise, retailers are anticipat- 
ing a continuity of this good business 
to remain through next Fall. 
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How to give a skin Derr Beauty 


BICHROMATE, pure, dry, dust free, uniform. Used by 


more leading tanners than any other bichromate. 


The leather industry’s answer to competition is 
to bring out every jot of beauty that is in leather 
—and only in leather. Uniformly controlled FAT LIQUORS, a complete line including low and 
tanning, deep and thorough, with the finest highly sulphonated oils. 

tanning materials is your way to bring out the NEUTRALIZERS, where accurate pH control is es- 


best that’s in a hide. sential, ask for DiaMonp Bicarbonate of Soda. 

Quick delivery from eight warehouse points; ten 
Diamond offers you: sles ollliies. 
TANOLIN®, (five types) the one-bath chrome tan that Expert advice from your D1aMonp representative, 
produces high-quality leather. who is trained in leather chemistry. 


in. 
DIAMOND—_—_ 





DIAMOND CHEMICALS 
FOR THE LEATHER INDUSTRY : 








CHEMICALS 
DIAMOND ALKALI COMPANY + CLEVELAND 14, OHIO ~~” ® 
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enhance 


the natural beauty 


of leathers 


To meet today’s trend toward more naturally beautiful leathers, 
SUPRANOLS* give you transparent high surface color value. 


supranols: 

e Enhance—not hide—natural grain 

¢ Glaze true to shade 

¢ Dye level 

¢ Impart brilliant uniformity of shade 
Work equally well with various types of tanning 
Will not crock 

¢ Good fastness to washing and to light 


When you have a problem in coloring today’s soft leathers, 
consult our technical department. 


GENERAL DYESTUFF CORPORATION 
435 HUDSON STREET* NEW YORK 14, NEW YORK 


BOSTON © CHARLOTTE * CHICAGO © PHILADELPHIA * PORTLAND, ORE. © PROVIDENCE * SAN FRANCISCO 











A. Two textures or two tones can be 
used to good advantage in this mid- 
way heel fashion featuring pointed 


toe with square throatline 


B. Smart side interest in an opened- 
up outside shank style dotted with 
perfs. Square throatline lends sharp 
contrast note to pointed toe 


C. This off-sided style features throat- 
line interest accented by pretty bow 
trim at side. Midway heel on pointed 
toe last. 


D. Pointed flaps with triangular cut- 
outs mimic sharply pointed detailing 
of toe. 





E. A chic opened-up sandal type 
with high riding interest in crossing 
straps over instep, looped crossing 
repeated at quarter base. Tiny perfs 
accent lines of this pointed toe 


model. 








Fall Points to the Pointed “Joe 


One of the newest fashions emerging out of the Fall style picture 
in women's footwear is a trend toward pointed toe lasts. This is not 
the original tapered toe last reintroduced a couple of seasons ago. 
This last is a fresh viewpoint introduced recently by Andrew Geller— 
the one that really caught the imagination of the shoe industry, and 
the consumer. Featuring a sharply pointed toe, shoes on this last are 
expected to hit the volume shoe market within the next season or two, 
and so next Fall is ideal for introducing smart new women's dress shoe 
fashions on this theme. Here, Joe Dilk designs five exclusive styles for 
this last, two on midway heels, the other three on high slim heels. 
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Add “Flex-ilience 








Slip-lasted shoe 
shown here uses a plat- 
form of Cushion Cork. 
The upper, binding, and 
sock liner are sewn to- 
gether and slipped over 
the last. Then the plat- 
form is inserted and ce- 
mented to the sock liner, 
Only a thin layer of 
faille separates the foot 
from the soft, resilient 
Cushion Cork platform. 


Men's shoe has a very 
flexible leather insole 
backed up from heel to 
toe with Cushion Cork, 
%” thick. The rib to 
accommodate the stitch- 
ing and a canvas back- 
ing is cemented directly 
to the Cushion Cork. 
This combination of thin 
leather and Cushion 
Cork gives both unusual 
resilience and flexibility. 








ARMSTRONG’S 
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with Cushion Cork 


Shoes sell faster when flexible and resilient, too! 


To make a good shoe sell better, add “Flex- 
ilience” with Armstrong’s Cushion Cork®, 
Again and again, Cushion Cork’s combina- 
tion of flexibility and resilience has proved 
to be the key to building steady patronage 
for a line of shoes. 

That’s true whether you build a design 
around Cushion Cork as an insert, a plat- 
form, a filler, or a complete toe-to-heel cush- 
ion. Cushion Cork adds supple ease and 


buoyant comfort to almost any type of shoe. 

Once people have tried a shoe that offers 
the “Flex-ilience” of Cushion Cork, they stick 
with it. So put into your shoes what you 
know folks want to buy. 

You can get working samples of Cushion 
Cork by a call to your Armstrong representa- 
tive, or by writing Armstrong Cork 
Company, Shoe Products Dept., 7003 
Arch Street, Lancaster, Pennsylvania. 


CUSHION CORK 
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LYNN INNERSOLE CO., 119 BRAINTREE ST., ALLSTON, MASS. 


Representatives: Cincinnati, Ohio—Ernie Furstenau; Los Angeles—Leo Laskey; St. Louis—Eli “Pete” Schwartz; New York—Arthur V. Epstein; New England—Frank 
Deastlov, Hy Feldman, Phil Sneider, Dave Harrison; Milwaukee and Chicago—Phil J. Ott, Jim Ott; Canada—Lynn Innersole, Ltd., Chambly, Queb J Martel. 








A Style Committee Report — 


Women’s FALL-WINTER SHOE FASHIONS 


An analysis of fashion influences and trends in women’s volume shoes 


for dress, casuals and dressy flats, sport and welt types 


Tar following report has been pre- 
pared by the Popular Price Shoe 
Show style committees to clarify 
fashion thinking in volume footwear 
for the Fall-Winter season. 


Ready-To-Wear Colors 


1. Earth-To-Granite group—This 
is for first Fall promotion and ranges 
from the Taupy colors to the earthy 
tones to pale beige. These warm 
beiges are neutral and bland in tone. 
The Cashmere look coat will be im- 
portant in this group. 

2. Grey — The classic grey flan- 
nel, slightly lighter in color still a 
classic, especially for the back-to- 
school group, but in addition, many 
mixtures —— salt and peppery, black 
and white tweeds, all of which have 
a grey feeling. 

3. Russet-To-Brown—This is for 
later promotion. This group starts 
with brown, goes to burnished cop- 
per and russet to gold. 

4. Red—From the dark ruby red 
for the more mature taste through 
the bright true red to the pale pinky 
reds for more youthful taste. 

5. Blue—Is now a year round 
standby selling steadily in Fall 
months although not nearly as im- 
portant as in Spring. 

6. Green — being sampled in a 
wide range of ready-to-wear from 
blue green to pale yellow green. 


Texture And Silhouette 

Fabrics next Fall will be less nubby 
with much more sheen and _ polish. 
Surfaces in either long or short hair 
fabrics will be smoother and less ir- 
regular. Keep Zibeline in mind. This 
will be an important fabric. 

No significant change in silhouette 
from Spring. The daytime line con- 
tinues slim with more fullness for 
late day and evening clothes. Skirt 
lengths still will range between 11 
and 14 inches. 
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Women’s Dress Shoes 


Leathers: Suede will not be dis- 
placed as leading volume material. 
It will open Fall selling as always 
but consensus is that polished, smooth 
leather will start earlier and gain 
quickly as season progresses. The 
switch from suede to smooth will be 
accelerated by the early acceptance 
of combinations and trims. These 
should have a banner season. 


Colors 


Nothing will displace black as the 
number one color. There is nothing 
in the Fall ready-to-wear range with 
which black shoes will not look ap- 
propriate. 

Beige-To-Brown: Walnut, Benedic- 
tine, Taffytone, Camel Beige and 
Brown—(brown in suede particu- 
larly.) Benedictine is regarded as 
promising increasing volume and will 
be leading color in the aniline type 
group. The feeling for these aniline 
finishes is very strong. 

Selling well this Spring, Red as a 
shoe color should continue to hold 
its own this Fall. Not Ruby, but 
Cherry and Basque are cited par- 
ticularly. 

Blue—Although apparel-wise, there 
is no reason for Blue to assume any 
particularly increased importance, 
blue shoes have become classic and 
non-seasonal. Don’t overlook some 
Flight Blue Suedes for early selling. 

Grey — To the extent that grey 
flannel shoes will again represent 
worth-while volume, grey as a color 
will be meaningful. Grey leathers 
unimportant percentage-wise. 

Green—The extremely wide range 
of greens available in ready-to-wear 
paradoxically diminishes the impor- 
tance of green as a shoe color. Most 
women will not try to match a green 
shoe but will select an aniline type 
or a black to complement whatever 
green they buy in apparel. 
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Blondes—-The promotional impact 
of “Alabaster” in genuine reptiles 
and prints should have significance 
for early popular price promotions. 
It should give more acceptance to all 
pale leathers. This group appears to 
be an advance Fall promotion. 


Shoe Fabrics: After June and July, 
during which Mesh will continue im- 
portant, Grey Flannels again will rep- 
resent volume sales. Consensus is 
that it will be less important than a 
year ago, perhaps because of com- 
petition from other worsted and wool 
fabrics including silky tweeds, ga- 
bardines and sharkskins. For more 
dressy daytime wear, Velvets are ex- 
pected to sell early in August and 
September and again in November 
as an evening and holiday shoe 
fabric. In this latter field, there 
should be great interest in lavish 
fabrics such as Brocades, Jacquards 
and Satins. 

Heels: The slimmer heel will give 
great impetus to the 15/8 to 17/8 
group. Shaped and elegant heels in 
this height will open up dressy de- 
tailing and styling in an elevation 
that formerly was confined to tail- 
ored, walking types. 


Toes: The final answer is not yet 
in on whether the extreme pointed 
toe or a more modified version will 
hit hardest in popular prices but the 
influence of the Geller shape is being 
watched very carefully. There is 
great expense and risk involved in 
introduction of this silhouette at 
popular prices but it is a trend which 
could override these considerations 
indicate un- 
square 


if consumers should 
equivocal acceptance. The 
toe is even further away in popular 
prices than the Spanish toe. 


Treatments: Represent a_ vital 
facet in styling for next Fall. The 


(Concluded on Page Sy, 
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aw SPONGEX 
INNERSOLE 
CUSHIONING 


Under body weight, innersoles that are too soft or 





too firm provide little cushioning action. Those that are too soft 
give too much; those that are too firm don’t give enough. 


Spongex solved this problem by combining the right degree of softness 
and. firmness into one material—Spongex cellular rubber. This right combination is why 
Spongex cellular rubber makes an innersole that cushions, yet won’t flatten out. 


And Spongex is low in cost! It’s less than any other type of cushioning that has comparable 
compression resistance. Sheets and rolls of Spongex cellular rubber for innersoles are available 
in thicknesses of 3/32’’, 1/8’’ and 3/16’’. Color is beige. Write to us for samples and prices. 


Custom molded sponge rubber soles 
Die-cut soles of sponge and latex foam 
Sheet stock for innersole cushioning 


THE SPONGE RUBBER PRODUCTS COMPANY SPONGEX 
DERBY PLACE, SHELTON, CONNECTICUT ROD UC! 
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Novelty Welts Spark Men's 
Fall Styles 


W ELT manufacturers have been 
busy these past couple of seasons 
coming up with some truly new 
fashion ideas in weltings for 
men’s shoes. In today’s styling, 
men’s shoes take on sleek lines, 
with less stress on fittings, more 
stress on lines and subtle detail- 
ing. Novelty weltings fit ideally 
into this picture, adding the extra 
style or fashion note which has 
become so important in men’s 
footwear. Here are five designs 
by John Buckley which show how 
novelty weltings fit into the com- 
ing Fall style picture in men’s 
shoes. 


Novelty welting sparks this style with leather 
binding around topline and vamp plug. Note 
smart side detailing. 


Close seams on quarter and vamp front in 
another style featuring leather binding 
around topline and vamp plug, given added 
dash with zebra welt. 


Storm welt is used in this style with leather 
binding around topline. 


Red cushion crepe or rubber sole on a sleek 
oxford model with leather binding around 
topline and vamp plug, close seam on vamp 
front. Novelty welting. 


A wing-tip style with sleek lines, leather 
binding around topline and novelty welting. 
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A Style Committee Report On 


Men’s FALL-WINTER SHOE FASHIONS 
Highlights of leading clothing styles and their go-with shoes 


The “Natural Look,” which brings 
coat shoulders into more natural pro- 
portions, smaller shirt collars, narrow 
ties and narrower brims on hats, has 
been steadily gaining in popularity. 

Apparel trends reflect this feeling 
in neat fabric patterns and textures. 

Flannels will still represent impor- 
tant volume and should get a new lift 
from subdued stripings this Fall. 
Cheviots will also grow in keeping 
with the mood for softer, more nat- 
ural appearance. 

There is great interest in light- 
weight nubby and tweedy fabrics. 
These textured surfaces once consid- 
ered Country wear should be seen 
more and more frequently in Town 
clothes. 

Colorwise, grey again looks very 
big with Eastern men preferring a 
darker tone than Mid-West and West 
Coast customers. 

The whole mood is one of subdued 
luxury with an avoidance of flam- 
boyance. Interesting note is that to 
satisfy inherent desire for luxury in 
clothes without overdisplay, there has 
been interest in bold linings for suit 
jackets. 

Lasts: The trend in lasts is toward 
the close-to-the-foot, sleek look which 
complements the natural look in 
men’s clothes. The very narrow cus- 
tom toe, commonly referred to as the 
“Saratoga,” has been good in many 
sections and looks as though it will 
gain wider acceptance. The French 
toe has been historically good for 
years. An upswing is noted in the 
demand for these. The wide wall last 
is piving way to a medium walltoe. 

eathers: All-Over Brushed leather 
will be less important, although the 
plain toe Bal in blue brushed is still 
very strong and probably will cut into 
print trims. 

There are several novelty brushed 
leathers, almost textile in look and 
color. These are attracting interest 
for country and casual footwear. 

Grains should have a very big sea- 


M. H. REESE 
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son, particularly in finer prints to 
complement the subdued look in 
men’s clothing. 

Cordovan colored leathers show in- 
creasing importance. 

Patterns: Patterns are getting 
lighter, longer and sleeker looking. 
There seems to be a trend away from 
the heavy, decorative weltings and 
extremely heavy soles and toward 
trimmer shoes with lighter weight 
bottoms. Some novelty weltings will 
still be good. This trend is especially 
noticeable in dress types. 

The Tassel Tie has received such 
great acceptance in large cities that 
its greatest rise in importance is an- 
ticipated in other sections where there 
still was some resistance. Black 
smooth has been by far the most 
popular detailing. ‘“Tassel-less” ties 
are being watched as a possible suc- 
cessor and other variations of this 
feeling are also being tried. In fact, 
the whole area of Laceless shoes 
seems destined to be a basic and 
growing trend—in great diversity of 
patterning. Both side and front gore 
and goreless. 

U-Wings in many new pattern vari- 
ations should continue to grow in 
importance. 

The Moccasin feeling for both 
dress and casual tyes is continuing 
very strong. 

There is a great deal of interest in 
the genuine or simulated Platform 
Casual for early Fall selling. These 
have leather, foam or nuclear soles. 

Counters should be softer. Foliow- 
ing the feeling for more pliable shoes. 

Boots: Wellington type and Cam- 
pus boots will continue good. The 
Chukker-unlined for early Fall and 
Shearling lined for hard weather—in 
crepe or hard sole—2-eyelet or buckle 
strap—is a rising fashion. These 
are in suede and glove leathers—in 
all colors. The Engineer’s boot seems 
to be catching the fancy of the High 
School and College crowd. There is 
a growing demand for this type of 
boot. 
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BACK OF THE DRUM? A 


What's inside the drum counts — 


but what’s BACK OF THE DRUM is IMPORTANT, too! 


We must make cements that give the shoemaker what 
he wants — what he needs— cements that will fit production 
schedules and meet the requirements of new shoemaking 
methods, new materials and new conditions. 

A BILLION PAIRS of Cement Shoemaking Expe- 
rience — it’s this “KNOW-HOW” that's behind the drum 
— plus controlling our own cement production and operat- 
ing our own Chemical Division. Every day we pass our 
experierice On to you in making the best adhesives known. 

Not only do we make the cement—but our Shoe- 
makers will go into your plant and show you how to use 
it—and how to make good shoes better. Let a COMPO 


Shoemaker make recommendations—he’s fully qualified 
and experienced in the production of all types of Cement 
Process Shoes. 

What's back of the drum IS important! 


PS. —Have you investigated COMPO's Bonwelt 
Method? Ask a COMPO Shoemaker how to make BON- 
WELTS, or write direct to us. Shoe Production by the 
simple BONWELT METHOD is increasing daily!! 


LASTED CEMENT COMPO'S 
BONDED SOLE WELT pegs BONWELT 


and Adhesives 


COMPO Makes the Machinery 


that Make Good Shoes BETTER 


W/ COMPO SHOE MACHINERY CORPORATION 


150 Causeway Street, Boston 14, Massachusetts 


V More than a billion pairs of cement shoemaking experience 


WV Versatile machinery designed and produced in COMPO's factory 


Syslem 
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WV Versatile adhesives developed and produced by COMPO's Chemical Division 


WV A broad background of nationwide service to the shoe industry 
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Norman Potter 
QUALITY SHOE PATTERN CO. 
BOSTON 








Tassels For Teen- ogenrs 


T HE young miss will be looking forward to the pert 
touch of tassels on her shoes for next Fall. Although 
"teen-agers are known to go for fad ideas in clothing, 
this fits into a fad category while remaining a true 
fashion item. Tassels are now holding a strong posi- 


tion in men’s and women’s casuals and the junior miss 


now pops into the tassel-picture also. Norman Potter 


designs three styles for the ’teen-aged girl, each fea- 
turing tassels. He includes in his Fall style presenta- 
tion two fashions for the ’teen-aged boy, each fea- 
turing smart buckled straps. 
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1. Pretty flat pump with kiltie- 
type tongue extending up instep, 
through which strap is looped. 
Pert bow ends in tassels. 


2. An asymmetric pattern with 
peaked or broken topline, fea- 
turing offsided tassel trim. 


3. A moccasin type with strap, 
smart looped arrangements over 
vamp given extra detailing with 


tassel ends. 


4. This moccasin plug model for 
boys features a double buckled 
straps which comes through slash 


in side piece. 


5. A loafer-type design empha- 


sizing slashed strap and slashed 


plug. 
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Cf 
Here's style at its highest expression . . . 
outside contour lines smooth, flowing, harmonious — 


without a sharp or discordant note. 


Symphonie permits an unusually short vamp... encourages 


the creation of high style patterns with that bare look. 


Base of the counter is tucked in to snuggle the heel, comfortably, 
securely. Model wearers say, “We've never had a shoe like it.” 
Slide-O-Matic, naturally. 


Composer: United Last. (onductor: Any shoe manufacturer alert to seize the baton and lead. ; 


UNITED LAST COMPANY, 140 FEDERAL STREET, BOSTON 
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Style Leadership In Popular Price Shoes? 


It CAN Be Done 


They needn’t be copied versions of high- 
priced lines, but can take profitable ini- 
liative on their own. Here’s why and how 
—in down-to-earth shoeman’s language. 


ae you are a spectator watch- 
ing me pose the following questions 
to the next 20 manufacturers of me- 
dium and popular priced shoes that 
I meet. Watch and listen. I'll bet that 
last pair of Sak’s shoes you bought 
to copy, that you will think you are 
listening to a recording. And what’s 
more, the inflections and emphasis in 
all the 20 answers will be alike in 
every case. And you will think you 
are doing the answering. You will 
think so because you have talked this 
way many times. 

Here are the questions: Can new 
fashions or new ideas, or new treat- 
ments be started in medium and pop- 
ular priced shoes? Must the manu- 
facturers of such price lines sit back 
and wait until the prestige-priced 
lines lead off with the news and estab- 
lish it with a season’s selling? In 
short—can fashion news be made and 
sold at prices way below the usual 
“creative” levels? 

Here are your answers: a loud 
and disgusted “No” And then, re- 
signedly, “Every time we try it we 
get burned.” In the next breath, 


A coming fashion casts its shadow 
before it... 


By Sylvie Hamilton 


hopefully, you will ask me, “What's 
new? Give us something ‘hot and 
new’ to promote. How can we dress 
up the line? How can we get some 
excitement into the shoes?” 

I am always tempted to answer 
these last questions with: “Are you 
willing to change your old ways of 
approaching new ideas? Would you 
if you were given sound reasons for 
a new idea, take a flyer? Or are you 
habitually pessimistic and therefore 
don’t want a bright new thought? 
If interested, are you willing to back 


Don't try to straddle, but be positive . . . 


up a new promotion? Above all, do 
you have the courage to act like you 
really believe the fashion will sell?” 

The purpose of these imagined in- 
terviews is to lead up to this: new 
fashions in footwear, new ideas, new 
colors, and new treatments can he 
and have been successfully promoted 
at medium and popular priced levels. 

I can give you many proven ex- 
amples, but in the interest of space, 
I will mention only a few. One or 
two I participated in, and therefore 
have close knowledge of how they 
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Every successful promotion has a zingy 
handle... 


were originated, planned, built, pre- 
sented, promoted, and sold. I have 
used all these verbs to indicate 
the steps involved in putting across 
fashion promotion. More of this later. 
In each I mention, “news” was pro- 
moted; not year-old fashions, but 
brand new ones—originated at the 
levels mentioned—$10.00 and under. 

The Sandler of Boston line is an 
outstanding example of successful 
promotion below the ten-dollar range. 
Here are three outstanding examples. 
One is a style idea, the second is a 
color idea, and the third is a theme: 
lightness and softness. 

Tippecanoe at $8.95. A boot back, 
low side, hand-sewn moccasin was 
the first of a series of novelty moc- 
casins which change the whole pic- 
ture of moccasin making. Instead of 
depending on the simple loafer and 
its companion monk strap and ox- 
ford, novelty silhouettes were intro- 
duced into the moccasin field. From 
then on, this whole segment of the 


(Continued on Page 56) 
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Bristol Fabrics introduces 
the greatest achievement in upper material 


Koroseal shoe material brings 

a new concept of quality and 
beauty to modern footwear. 
Developed by B. F. Goodrich 
scientists specifically for use in 
shoe uppers, it is stronger, tougher 
... resists scuffing, abrasion, and 
scratches. Comes in a wide range 
of vivid colors and pastels, all 
washable in warm water and soap. 
Works and molds easily to cut 
production costs to a minimum. 


. 


AVAILABLE FOR 
IMMEDIATE 
DELIVERY 
Write, wire or pnone 
today for swatch book 
and full information. 





ristol Fabrics 
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ST. LOUIS POINTS TO ACTIVE FALL 








STEADY PRICES, NORMAL 
INVENTORIES CITED 


Lively Showing Noted As 
‘Best Ever” 


A general note of confidence nur- 
tured by comparatively active sales 
activity keynoted the Seventh Annual 
Fall Showing of the St. Louis Shoe 
Manufacturers Association held April 
19-22 in leading St. Louis hotels. 

The greater majority of exhibitors 
were agreed that the record number 
of retailers on hand—close to 4,000 
registered—reported a keen interest 
shown by customers. Many prospec- 
tive buyers backed up this interest 
by placing sizeable orders. Even 
shoe firms which traditionally do 
little actual selling at the show found 
themselves writing a _ surprising 
amount of business. 

Principal factors in the willingness 
of shoe buyers to commit themselves 
at this time appeared to be a fairly 
steady price picture, promise of bet- 
ter mark-ups for the retailer in many 
cases, an admittedly successful Easter, 
and normal operating inventories on 


hand. 


Buyers Enthusiastic 

Buyers, on the whole, were openly 
enthusiastic about the show and fall 
prospects. They showed little if any 
uneasiness over future business pros- 
pects, regardless of Korean develop- 
ments. Even those who reported 
somewhat accumulated inventories 
since Easter indicated this would not 
alter fall buying plans. 


Actually, the price situation re- 
vealed variations along the line. 
Some price lines had been “adjusted” 
upward, others “rounded out,” and a 
few lowered. Manufacturer after 
manufacturer reported that he had 
instituted small increases but quickly 
explained that the increases were “too 
slight” to be reflected at the retail 
level. 

In some cases, manufacturers de- 
liberately lowered their factory lists 
on several lines to provide retailers 
with a greater margin for profit while 
maintaining nationally advertised re- 
tail levels.. Very few suppliers ad- 
mitted to increases which would be 
evident at retail. These intimated 
that retailers would be expected to 
absorb the boosts. 

Several style trends established 
themselves as strong and definite. 


24 


Nearly every St. Louis manufacturer 
of women’s footwear introduced a 
tapered toe into the Fall collections 
and most reported positive results 
with modified versions. These were 
particularly appealing when designed 
with square throats. General line 
houses, however, felt their customers 
still weren’t ready for the tapered 
woe. 

Very little mesh was noted in the 
early Fall collections—this quite in 
contrast with the 1952 showing. In a 
successful endeavor to keep mesh for 
the Spring picture, St. Louis design- 
ers have emphasized suede leathers 
with airy features—perforated vamps, 
lacy leathers and sandalized treat- 
ments. These are selling well in black 
and navy for mid:summer delivery. 

Black remains way out in front 
color-wise. However, brown is prov- 
ing a strong second and receives its 
impetus from such style trends as 
aniline dyed finishes and_ pigskin. 
This new respect for members of the 
brown color family has resulted in 
higher-than-average sales on smooth 
leathers than is normal at this show- 
ing. Suede, of course, leads the sales 
by a wide margin. 

Pigskin, shag, aniline and suede— 
all are a part of the casual shoe pic- 
ture for Fall. But in the realm of low 
heels, the excitement concerns newly- 
introduced lines devoted to at-home 
fashions. Styled in velvet, suede and 
pastel flannels, these shoes are lav- 
ishly ornamented with big jewels, 
nailheads, rhinestones and metallic 
threads. 


Record Turnout 

The showing, which attracted re- 
tailers from 48 states, Canada, Puerto 
Rico and Hawaii, was reported by 
Arthur Gale, executive secretary of 
the association, as the “best ever.” 
According to Gale the Sunday open- 
ing was the livliest ever, with more 
than 1100 registering at the Hotel 
Statler — only one of three official 
hotels. Combined registration was 
near 4000. 

Many special events and showings 
highlighted the four-day meeting. A 
Monday breakfast meeting of Shoe 
Women Executives featured Edgar E. 
Rand, president of International Shoe 
Company, as guest speaker. A cock- 
tail party in honor of visiting fashion 
editors featured the annual competi- 
tion of shoe designs by students of 
the Washington University School of 
Design. 
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REGAL REPORTS 
NO MERGER AS YET 


Confirm Purchase Of 29% 
Stock By General 


Purchase of approximately 29 per- 
cent of outstanding stock of Regal 
Shoe Co., Whitman, Mass., by Gen- 
eral Shoe Corp., of Nashville, Tenn., 
was confirmed this past week by 
James F. Whitehead, Jr., president of 
Regal. 

Whitehead admitted trade rumors 
to the effect that General had bought 
up a considerable number of Regal 
shares. He said the purchases 
amounted to approximately 29 per- 
cent or 145,000 of the company’s 
512,098 shares. 

Whitehead added that no discus- 
sions are currently underway regard- 
ing sale or merger of the company. 
He said, however, that General Shoe 
officials had made a tentative offer 
to exchange stock on the basis of 
$6.50 per share of General’s Shoe 
stock to each Regal share. 

Regal now has 110 stores and 
leased shoe departments in 27 states 


over the U. S. 


HIDE GROUP WARNS 
AGAINST PRICE BOOSTS 


Unless the hide and leather indus- 
try makes an all-out effort to keep 
prices down, it may find itself losing 
more and more ground to the syn- 
thetics industry, warns Jack Minnoch, 
executive director of the National 
Hide Association. 

Minnoch points out that the raw- 
stock market gives every indication of 
becoming “piping hot” again and 
forcing prices out of line. “We can’t 
afford to let this market run away,” 
he declares. 

The NHA director points out that 
a surplus in cattle population doesn’t 
necessarily mean a surplus of hides. 
In a recent trip through hide plants 
and ranches in Oklahoma, Missouri, 
Kansas and Arkansas, Minnoch found 
no abundance of rawstock. Actually, 
he warned, packers are in a very well 
sold-up position and hides are being 
bought all the way back into the kill. 

“There is no burdensome supply of 
hides to be found anywhere, not at 
the rising prices that currently are 
being paid,” stated Minnoch. 

The U. S. may soon find itself the 
principal source of world hides for 
some time to come, he said. 
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REMOVE WORLD HIDE 
BARRIERS, SAYS RAND 


U. S. Has Little To Fear 


From Competition 


Removal of trade barriers by the 
United States if other countries take 
corresponding action to lower their 
own trade bars has been endorsed by 
Edgar E. Rand, president of Inter- 
national Shoe Co. 

Speaking before a regional meeting 
of The 210 Associates, Inc., national 
philanthropic foundation of the shoe, 
leather and allied trades, held April 
15 at Hotel Jefferson, Rand told the 
175 guests, “I think you will agree 
with me that if our government, 
through our State Department, is giv- 
ing serious consideration to a re- 
moval of restrictions, that there is 
much to be done on the other side 
before we agree to let down all the 
bars in the United States.” 

Said Rand, ‘‘Historically, this 
country has imported hides and skins 
from all parts of the world, but its 
ability to import has been terribly 
impaired in recent years by denial of 
free, normal access to raw material 
markets. Controls and restrictions 
throughout outright export embar- 
goes, through bilateral deals, through 
currency manipulations, through gov- 
ernment monopolies, leave the U. S. 
tanner outside looking in.” 

Rand noted that Argentina, a big 
producer of hides, imposes an export 
tax of more than 45 percent; that 
France is overstocked with hides and 
skins but will grant only token ex- 
ports and that this tax is openly ac- 
knowledged as being designed to pre- 
vent the U. S. tanning industry from 
gaining access to raw material. 


Danger of Subsidization 

Many of the restrictions by foreign 
governments on exports of hides, 
Rand said, constitute direct and in- 
direct subsidization. This is danger- 
ous for two reasons, he explained: 
“First, because it is inconsistent with 
the operation of free industry, and 
second, because it is used to evade 
and nullify treaty obligations and to 
flout the objections of reciprocity.” 

The shoe industry, Rand went on, 
faces similar barriers in its attempts 
to export its product. The United 
Kingdom, one of the nations pres- 
suring for “Trade, Not Aid,” imposes 
a tariff and tax equal to 45 percent 
on imports of shoes. Australia, South 
Africa, Canada, Mexico, Venezuela 
and many other nations impose simi- 
lar high tariffs and duties. Said Rand, 
“We are virtually shut off from any 
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sale of footwear to our neighbors and 
friends.” 

In contrast, he pointed out, the 
United States has tariffs on leather 
“lower than any other important pro- 
ducing or consuming nation.” Free 
trade in shoes and leathers, he de- 
clared, would be of appreciable ben- 
efit to all. “I am confident that if a 
real export market were to open up 
for us, our industry could in time 
develop an increase in volume of as 
much as 10 percent.” As for the 
dangers of such a movement, Rand 
had this to say: “With our produc- 
tivity and factory technique and our 
distribution methods, we need have 
no fear that lower wage rates in other 
countries will flood the United States 
with cheap shoes.” 

Presiding at the luncheon session 
was Gene Frenzel of the Burland Shoe 
Stores, regional chairman of The 210 
Associates. A second speaker on the 
program was Fred Bloom of Boston, 
executive vice-president of The 210 
Associates, who gave a progress re- 
port on the relief organization’s 
work. David Katz, division manager 
for the Dominion Shoe Company, 
was the day’s program chairman. 


North American 
Conference Program Set 


Regional representatives of shoe 
production executives from the U. S. 
and Canada will find ample opportu- 
nity for discussion of vital industry 
problems at the North American Su- 
perintendents’ and Foremen’s Asso- 
ciation Annual Convention. The Con- 
vention is scheduled for May 1-2 at 
the Hotel Commodore in New York 
City and the New York group’s club- 
house in Brooklyn. 

Host of this year’s meeting is the 
Superintendents’ and Foremen’s As- 
sociation of Greater New York. Con- 
vention Chairman is Lawrence Engel, 
president of the North American 
Association. 

Registration Day is Friday, May 1, 
in the Commodore from 10:00 a.m. 
to 5:00 p.m. Canadian guests will be 
taken by bus at 7:00 p.m. that eve- 
ning to the Brooklyn clubhouse where 
an official reception will be tendered 
by Charles Dinolfo, president of the 
New York Group. 

Gustave Frost, manager of Andrew 
Geller, Inc., will be guest speaker at 
the luncheon which begins at 12:30 
p.m., Saturday in the East Room of 
the Commodore. 

Election of officers and forum dis- 
cussions will take up the rest of the 
afternoon. A_ cocktail reception, 
dinner-dance and installation of of- 
ficers will follow in the evening. 
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ANOTHER GOOD SHOE 
YEAR AHEAD—FOOTE 


The year 1953 should prove an- 
other good shoe year—almost equal 
to the near-record production and 
sales levels of last year, according to 
John E. F. Foote, president of the 
New England Shoe and Leather As- 
sociation and co-chairman of the 
Popular Price Shoe Show of America. 

Foote reported that a good Easter 
run has resulted in the highest quar- 
terly output of footwear in history 
an estimated 140 million pairs or an 
annual rate of 560 million pairs. 

Retail shoe sales are reported as 
“good and improving,” Foote added. 
Because shoe stocks are at normal 
levels, retailers are already pressing 
manufacturers for immediate deliv- 
eries—and many will be disappointed. 

Foote stressed that the trend in 
shoe prices remains a major problem 
in the trade. Firmness in leather 
prices along with recent increases in 
the rawstock markets are giving shoe 
manufacturers little leeway and wage 
increases have further complicated 
the manufacturer’s cost problem. 





Plans 210 Banquet 











Robert Goldstein, treasurer of Plymouth 
Shoe Co., Middleboro, Mass., who has been 
appointed chairman of the Entertainment 
Committee for the 2!st Banquet and Enter- 
tainment of The 210 Associates, to be held 
Tuesday evening, May 5, at the Waldorf- 
Astoria in New York City. Invitations for 
the event, held semi-annually during the 
Popular Price Shoe Show, have been mailed 
to 2,800 members of the Association. An 
additional feature will be presentation of the 
Fifth Annual Award of the T. Kenyon Holly 
Memorial Plaque. 
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KOREAN SETTLEMENT 
NOTHING TO FEAR 


Rand Feels Business Will 
Hold Pace 


Belief that settlement of the Korean 
situation would not affect business 
adversely was expressed by Edgar 
E. Rand, president of International 
Shoe Company, in an address before 
500 salesmen of the company’s three 
general line divisions at Hotel Jeffer- 
son, April 13. Splendid economic 
conditions today and the prospects 
for continued high income and em- 


ployment were the reasons cited for 
his deduction. 

In his general summary of Inter- 
national Shoe Co.’s sales and pros- 
pects Rand reported that sales during 
the first four months of the com- 
pany’s fiscal year, beginning last De- 
cember 1, were up 14 percent from 
the same period in 1952. This in- 
crease, he told salesmen of the Rob- 
erts, Johnson & Rand, Peters and 
Friedman-Shelby divisions, came de- 
spite lower costs on civilian shoes and 
very little military business. 

Although the company expects 
business to continue good through- 
out the first half of the fiscal year, 
Rand said, the over-all gain in dollar 
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volume for the period is expected to 
be closer to 10 percent than fourteen. 
Production during the first four 
months averaged 244,000 pairs a day. 

Prospects for continued good busi- 
ness for International were reported 
excellent by Mr. Rand who said “we 
anticipate continued record employ- 
ment, a record high national income 
given greater value by a drop in the 
cost-of-living index, and no major 
cuts in defense spending. 

The company expects no lowering 
of shoe prices, Rand pointed out, not 
only because of favorable economic 
factors in this country but because 
shoe production is running at a level 
well-balanced with demand. Further- 
more, he said, reports on consump- 
tion from retail shoe stores show that 
sales are up. 

Rand’s Monday morning speech 
launched a three-day convention of 
International general line salesmen. 
Each division highlighted its pro- 
gram with the presentation of new 
Fall collections. These showings fea- 
tured commentary by Miss Charleen 
Osgood, a director of the Kid Leather 
Guild. 


Boston Shoe Club Elects 
Charles Slosberg 


Charles Slosberg, vice president of 
Green Shoe Mfg. Co. of Boston, was 
elected new president of the Boston 
Boot and Shoe Club at the organiza- 
tion’s annual Sports Nite held April 
22 at the Hotel Sheraton Plaza. 

Other officers elected for the 1953- 
1954 season were George E. Hamel 
of L. H. Hamel Leather Co., Haver- 
hill; Francis L. Shea of Barbour 
Welting Co.; and Charles W. Sweeney 
of Kelley & Sweeney Leather Co., 
vice presidents; John E. Daniels of 
John E. Daniels Leather Co., treas- 
urer; and Maxwell Field, secretary. 

New members elected to the Exec- 
utive Committee were John J. Cooney 
of Cooney-Weiss Fabric Corp.; C. 
Harvey Moore of A. F. Gallun & Sons, 
Inc.; J. William Nicolls of Day- 
Gormley Leather Co.; Arthur E. 
Pfeiffer of Frank H. Pfeiffer Co., 
Inc.; and Ralph L. Pope, Jr., of 
Northwestern Leather Co. 

Re-elected to the Executive Com- 
mittee were C. Russell Cavanaugh 
of F. C. Donovan, Inc.; Mercer E. 
Curtis, Curtis Shoe Co., Inc.; Thomas 
J. Hartnett, The Harvey Hartnett 
Leather Co.; Irwin Katz, Hubbard 
Shoe Co., Inc.; Joseph S. Lanigan, 
J. Greenebaum Tanning Co.; J. Leo 
Larkin, Surpass Leather Co.; Charles 
W. O’Conor, Compo Shoe Machinery 
Corp.; Winthrop L. Pierce, Thos. 
Griffin Leather Corp.; and Jack Sand- 
ler, A. Sandler Co. 
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mpvoure... e is our name for the sen- 


sational sean ie used in NY) construction of six important new box toe 
materials. Cream white in color, it is both clean to handle and clean in shoes. It 
softens speedily in box toe apparatus and permanently bonds the vamp lining to 
the box toe. Toe walls and domes are uniformly rigid yet their rearward portions 
are as you want them to be — flexible — and comfortable to the foot. Seven years 
in our laboratories, B compound, and the structural plastic films used with it, repre- 
sent the latest — and the ideal — box toe construction for volume shoemaking. 


For samples and further information please write Beckwith Manufactur- 
ing Company, Dover, New Hampshire, specifying the particular material 
you are interested in and enclosing patterns or tracings of the sizes wanted. 


FOR WHITE FELT BASE WHITE FLANNEL BASE WHITE LAMINATE GREY FLANNEL BASE GREY FELT BASE GREY FELT BASE 
Women’s & Juveniles Women's & Juveniles Juveniles Women’s & Juveniles Women's & Juveniles Men's 
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HIGH-PRICE, LOW-STYLE 


A pair of shoes costs $125 in 
Russia. 

So says Mrs. Jane S. Mcllvaine 
of the Downington, Pennsylvania, 
Archive, just back from a seven- 
day tour of Moscow. 

“Shoes are the hardest thing to 
get,” she said. “They have a kind 
of cardboard shoe for which they 
pay $20. 

“A decent pair of shoes, which 
really isn’t decent by an ordinary 
shoe store comparison, costs 
$125.” 

Mrs. Mcllvaine gave her views 
in an interview published this 
week in U. S. News and World 
Report. She was one of several 
newspaper executives in Moscow. 











SUPREME COURT NEXT 
IN UNITED SHOE CASE 


The U. S. Supreme Court, final 
hall of all legal appeals, has been 

titioned to review the now-famed 

istrict Court ruling in Boston that 
United Shoe Machinery Corp. is 
monopolizing parts of the shoe ma- 
chinery business. 

USMC has already filed formal 
notice of appeal from the monopoly 
in the Government’s anti-trust suit 
against the corporation. The Judge 
allowed USMC to arpeal his decision. 

Company and Government officials 
were unable to state how long it 
would be before the top U. S. tri- 
bunal gave its final ruling on the ap- 
peal. Estimates ranged all the way 
from one to two years. 


U. S. HIDE EXPORTS 
COME TO LIGHT 


The U. S. government flashed the 

green light for the export of 338,156 
a cattle hides during the first quar- 
ter of this year, the Office of Inter- 
national Trade has announced. About 
three-fourths of the hides were des- 
tined for Japan. 

OIT said this represented a drop 
in licensing from 383,278 cattle hides 
in the fourth quarter of 1952. 

A total of 89,330 calfskins were 
covered by export licenses issued in 
the first three months of this year, 
less than the 113,667 covered by li- 
censes in the fourth quarter of 1952. 

The OIT licenses for export cov- 
ered 156,210 kip skins in the first 
three months of this year, down from 
the 222,274 in the fourth quarter of 
last year. 

A total of 4,122,046 pounds of 
cattle hide parts were covered in 
other export licenses in the first three 


months of this year, against 3,268,721 
pounds covered by fourth quarter, 
1952, licenses. 

The OIT gave this, its first report 
in recent years on hide and skin ex- 
ports, in the face of concern among 
some tanners and shoe manufactur- 
ers. The U. S. for several months 
has been in the unusual position of 
being an exporter rather than an im- 
porter of hides and skins. 

OIT also pointed out that despite 
the volumes of exports, supply is so 
good shoe manufacturers turned out 
last year a “near-record number of 
shoes.” Some licenses are not used. 

Hide and skin exports are on an 
“open end” basis, with no quantity 
limits set, but the government is 
barring shipments to the Soviet and 
its satellites. 

During all of 1952, a total of 1,- 
140,592 cattle hides were covered by 
export licenses, but only 756,686 
hides actually were exported. 
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Commodity and Country 
Cattle hides, wet — 
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4th Quarter 1st Quarter 
1952 1953 


282,976 
32,950 
17,495 


241,551 
10,925 
15,025 

10,325 22,280 
6,190 1,800 
6,650 100 
4,100 5,900 
3,431 6,865 
5,585 7,350 
1,400 17,600 

12,176 8,760 


383,278 338,156 


61,939 
27,080 
12,200 
4,130 
3,250 
2,200 
2,868 


42,580 
37,300 


113,667 89,330 


190,454 148,287 
18,300 6,325 
5,835 98 
5,300 300 
2,385 1,200 


222,274 156,210 


... 1,467,128 
555,700 
563,800 

81,600 
70,000 
69,190 
434,150 
13,000 


1,053,375 
705,150 
377,038 
114,250 

9,334 

1,358,700 
126,000 
109,000 

: 224,800 

14,153 44,399 


3,268,721 4,122,046 
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LET’S GET TOGETHER.... 


You have the backing problems, ABC has 
the 49 years of seasoned know-how that 
can supply you the right ‘‘double-checked” 
answers. Let’s get together. You'll find 
that the most economical way to solve 
your problems is always to utilize the full 
facilities and services of the acknowl- 
edged field leader. Next time, call ABC— 


ACMETEX: The best lining stock _ BACKING CORPORATION 


for quarters, socks and vamps. ¢ 
PERFRITE: The original, non- re er rai & Suns STS. 
fraying woven material for rein- ; ce $ 6, ‘ 

forcing perforated and cut-out Division o 


shoes. *Reg. 
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Good news for fall, revealed week ago at Ad- 
vance Boston Showing, substantiated this week at St. Louis 
Fall Show. Regionab shoe manufacturers, including some of 
nation’s largest and most influential, reported “liveliest ever” 
bookings. Korean “truce,” professional economic forecasts 
of “dip,” “recession,” or what have you for second half 1953 
failed to dampen enthusiasm of record number of buyers. 


If buyers and sellers can show general op- 
timism under these conditions, fall prospects are 
truly encouraging. Shoe industry learned its lesson after 
Korea, is not likely to grab again at the ring unless it is as- 
sured of good support. Dismal predictions of overproduc- 
tion, proffered early this year by many industry observers, 
have failed to discourage either shoe manufacturers, who 
key production to sales, or shoe retailers, who keep a weather 
eye on their inventories. If both these segments of shoe 
industry are convinced of busy fall, it will take international 
catastrophe or complete reversal of consumer buying trend 
to make it otherwise. 


One big question remains unanswered— 
actually the real threat to fall prospects. What's ahead on 
prices? Manufacturers to date have refused, understandably, 
to commit themselves. Most are trying to hold present line, 
a few have raised prices just a few cents to cover rising costs, 
claim these increases will have no effect upon retail prices. 


Many of the answers will be supplied at 
Popular Price Shoe Show May 3-7 in New York. 
Most shoemen have already admitted they expect this to 
prove perhaps most active PPSSA buying show yet. Same 
shoemen have shied away from talking price. Yet all are 
faced with the problem, must take action soon. 


Let’s look at the situation: over-all, shoemen 
face little relief costwise. Despite talk of recession, their 
costs have been rising. Rawstock market has forced leather 
prices to remain steady at time when market should be soft. 
Now that poorer-takeoff hides have been disposed of, tan- 
ners will have to pay even more for their rawstock. Inevi- 
table result is steady to higher leather prices. Couple this to 
increased cost of other shoe materials and labor and you see 
what shoe manufacturers face in trying to hold price level. 


Same old story due to crop up. Either man- 
ufacturers must raise factory prices soon or lower quality. 
Neither step is liked by shoemen. First means they must 
take a chance on retailer and public reaction. Too many 
shoemen remember what happened last time shoe prices 
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soared. Second step can have even more serious repercus- 
sions since shoe industry has been basing its current con- 
sumer campaign on quality. Public won't enjoy being taken 
for ride again. 


So look for price story to be most signifi- 
cant development of PPSSA. Everyone predicts active 
selling shoe. Few willing to talk about prices yet except “off 
the record.” What happens at Show will set the pace for 
volume industry this fall. 


Sudden rise of hide prices this week no sur- 
prise to keener hide market observers. This despite 
all the talk of record cattle population, surplus hides. While 
many tanners have been looking for heavy slaughter, surplus 
supply situation to catch up with hide prices, reverse situa- 
tion has been developing. 


First, hides and skins have held remark- 
ably steady during winter season. Declines recorded 
one week have often been offset the following week. Gen- 
erally speaking, seasonal rawstock price decline was much 
milder than expected. Now, new increases of 1-2c in past 
week seems to indicate decline is over. Packers have dis- 
posed of poorer winter hides, well sold up on current sup- 
plies and are even selling into the kill. 


Here are the facts behind so-called surplus. 
There is no surplus. Office of International Trade, in releas- 
ing breakdown of hide export figures this week for first time 
in years, showed where “surplus” was going. U. S. hide and 
skin exports were heavy last year, even heavier to date this 
year. With drought ruining Argentina's cattle crop, rest of 
world, including Argentina, have been looking to U. S. for 
beef and hide supplies. 


Actually, were it not for record cattle sup- 
ply, many marginal leather producers here would 
already be out of business. Hide situation is tight, 
promises to get even tighter. Witness recent report by Jack 
Minnoch, Executive Director of National Hide Association, 
who recently completed swing around midwest cattle states. 
Minnoch reported no such thing as surplus of cattle, either on 
ranches or in packers’ hide cellars. Packers have managed to 
get rid of any surplus by exporting hides and skins. This 
has kept price levels steady, may soon push them up sub- 
stantially. If hide prices soar at this time, shoe industry will 
really be in trouble. 
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To add the important “luxury look” 
to its exciting flats, Lawrence Maid 
Footwear, Inc. selects Colonial 
Colotan smooth side leather. 
Available in 28 fashion-right colors. 
Write today for samples 


COLONIAL TANNING COMPANY, INC. 
BOSTON 11, MASSACHUSETTS 
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THERMO - PLASTIC. PR¢ DUCTS 
has been serving the Shoe Trade for 
Over 25 years with the Best, Latest 
and Most Dependable Products! 


THERMO-PLASTIC PRODUCTS INC 


ORs Oe mar 30 - MASSACHUSETTS 
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‘for shoes with STYLE, 
PROPER FIT and COMFORT. . . 
rely on VULCAN 
LASTS and HEELS! 


smart shoe styling starts with 


VULCAN LASTS & HEELS... 


Vulcan's four Model Rooms are continu- 
ally creating and developing “new 
wood” for advance previews for the 
coming season. Remember — “Styles of 


Tomorrow” start with Vulcan! 


VULCAN CORPORATION 
GENERAL OFFICES: CINCINNATI, OHIO 


LAST PLANTS 





Vulcan's three strategically located heel 
plants can speedily meet your re- 
quirements for gracefully-shaped, 
meticulously-fitted heels. Remember — 
For plain or covered wood hgels and 
wedges call Vulcan! 


SAW AND BLOCK MILLS 


Antigo, Wisc. 
Donken, Mich. 


Vulcan directly controls all phases of 
production from cutting their own hard 
maple timber thru shipment of the com- 
pleted “wood” to the shoe industry. 
Remember — From Forest to Fashion — 
Vulcan Control is Complete! 


DESIGNERS AND MANUFACTURERS OF 
SHOE LASTS AND WOOD HEELS 


HEEL PLANTS 
Antigo, Wise. 
Johnson City, N. Y. 
Portsmouth, Ohio 
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What does new stress on aniline-dyed leathers mean for 
popular-priced shoe manufacturers? Fashion vanguard, in 
form of high-style, high-priced leaders, predicts great 
things for aniline-dyed leather shoes, especially in brown 
family, which is also destined for new peaks of popularity 
in coming fashion picture. But aniline-dyed leathers, by 
necessity, are expensive, because they require perfect, 
unmarred skins to begin with. This factor automatically 
vetoes aniline shoes in volume production. 


However, popular-priced manufacturers can take ad- 
vantage of new tanning process using semi-aniline finish. 
This process utilizes a small amount of pigment, so that 
skins with slight mars can be finished to give the appear- 
ance of a true aniline dye, with slight mars covered up. 
Although this too requires relatively good skins, neverthe- 
less cost of leather tanned with this process is lower, so 
that some manufacturers of popular-priced shoes can get 
on the aniline band wagon in their better-grade lines. 


Broken toplines will be stressed for next Fall. Toplines 
have been making much fashion news of late, for first time 
in several seasons. Fresh emphasis is being placed on this 
styling detail. Scalloping enters in here, general trend with 
this being to part-smooth, part-scalloped topline. Scallop- 
ing can appear at throat line, or side line, or quarter line, 
with remainder of topline smooth. Also, jagged, uneven 
breaks are being utilized. For example, a topline might 
come down to throat in an off-sided deep V. Or, again, 
a variation of a widow's peak may be utilized. Tradition- 
ally, variations in toplines have been centered at throat. 
However, new trend is to place broken topline interest at 
one or both sides, or around quarter, lending side or back 
interest. 


Important change in throatlines points to squared 
throats. This is newest trend for several seasons. Strangely 
enough, where this has been considered good for tailored 
or stubby types in the past, square throatline emerges 
coupled with emergence of new pointed toe slim lasts. 
Original model by Andrew Geller on this last featured 
square throatline, so that this styling feature has carried 
along with the last, and now arrives at its own important 
place in the fashion spotlight. 


Squared throatlines have brought about a squared 
pointed toe. This seems like a paradox, but actually is 
sound fashion note. Achieved this way: Take new pointed 
toe last, square off tip of toe, add square throatline — 
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result, completely new fashion look to footwear. This type 
of styling being used with asymmetrical detailing in vamp. 
For instance, one side may extend right down to end of 
toe, forming a right-angle line where throat meets side, 
the sideline then being extended down to end of shoe. 


Color news is being made in brown family. Brown 
emerging as fashion color, rather than traditional staple. 
Fresh note is added with interest in medium-brown, honeyed 
tones for town and walking types. Bright note is added 
with interest in camel to beige family, pale off-whites for 
Fall and Winter. These shoes destined to lead high-style 
parade, will also begin to be seen next Fall in leading 
popular-priced lines. 


High riding details and T-straps steadily ascending in 
fashion limelight. These being used on otherwise light 
designs. Many variations of these two themes hitting 
fashion front. Follows trend to soft, foot-clinging styles. 
Shoes on this theme being styled with soft, curvaceous lines, 
sweeping around foot. 


Fall styles for children feature fresh back-to-school shoes. 
Classic brown oxford for school wear definitely out. Now 
children want style and zip added to their everyday shoes. 
Bouncy type soles especially popular. Fashion details added 
to basic types. Straps, kiltie tongues, moccasin vamps, etc., 
all used to perk up basic brown oxford. Red also enters 
picture here as popular item with juvenile brigade. This 
color has steadily been growing in popularity with the 
kids until now it reaches the level of an accepted or 
staple color in juvenile shoe wardrobes. 


Men's shoes continue along sleek lines. More imagina- 
tion is being put into men's footwear fashions. Today men 
accepting the relatively daring in shoes. Many innovations 
have been introduced, especially in fie'd of slipons. Slipons 
no longer hold a doubtful position in men's footwear— 

but have achieved position of positiveness in today’s styles. 


“Nesalin Marptbauion 
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COMPO TO SHOW FIRST 
MOENUS MACHINES 


Foreign Line Readied For 


Factory Meeting 


Compo Shoe Machinery Corp., of 
Boston, has announced it will exhibit 
the first group of the new Compo- 
Moenus line of major shoe machinery 
at the Factory Management Confer- 
ence, April 26-28 in Cincinnati. 

Compo made headlines in Nov. cf 
last year when it signed an import- 
export agreement with Moenus A. G. 
of Frankfurt, Germany. Shortly there- 


after, the first group of Moenus ma- 

chines arrived here and were placed~ 
under test by Compo’s technicians at 

the company’s pilot plant in Lowell, 

Mass. 

Moenus, manufacturer of shoe ma- 
chinery for the past 93 years, is the 
world’s second largest maker of such 
machinery. 

Among the Compo-Moenus ma- 
chines to be exhibited at the Factory 
Management Conference are: 

The “Crampona” Staple Tacking 
Machine for all kinds of stapling or 
tacking work. 

Pulling Over Machine, the “Invic- 
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ANDAL FOAM Packages 
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PLEVER BACKING CORPORATION 
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tana”—unique in that work on the 
last is plainly observable to normal 
operator vision due to the horizontal 
position of the machine. 

“Perplex” Side Laster which uses 
regular tacks and also small head fine 
tacks which permit more efficient 
roughing for cement process shoes. 

The “Calzera” Heel Seat Lasting 
Machine, a fast, compact machine, 
completely automatic for high pro- 
duction. 

“Coutela” Upper Leather Trimmer 
for both welt and flat type work 
equipped with high speed eccentric- 
driven cutting knife. 

Rotary Pounder, the “Martelia” 
for pounding and smoothing bottoms 
after lasting and trimming, also 
equipped with a trimming tool for 
folds and creases at the toe end, a 
smoothing roller and a leather polish- 
ing disc. 

The “Sutora” Goodyear Outsole 
Stitching Machine for sewing ail 
thicknesses of bottom material, in- 
cluding double soles, without altera- 
tion of the thread tension. This ma- 
chine will also accommodate high 
arches and high-legged boots and has 
already been successful in producing 
shoes made by the Compo Bonwelt 
Process. 


Set Donovan Memorial 
Golf Tournament 


The annual Boston Boot and Shoe 
Club Golf Tournament, known this 
year as the Frank C. Donovan Me- 
morial Gold Tournament in honor of 
the late leather merchant, has been 
scheduled for Tuesday, May 9, at 
the Wollaston Country Club in Wol- 
laston, Mass. 

One of the outstanding industry 
events of the year, the tournament 
will feature the usual large array 
of prizes and the now famous buffet 
luncheon. Denovan is remembered 
for his many contributions to the suc- 
cess of the Boston Boot and Shoe 
Club and most particularly, to the 
annual golf tournament. 

Chairman of this year’s event will 
be Francis Shea of Barbour Welting 
Co. Serving with him on the Golf 
Committee are Fred S. Abbott, Wal- 
ter E. Arnold, C. Russell Cavanaugh, 
John Cooney, John E, Daniels, F. C. 
Donovan, Jr., James T. Gormley, 
George E. Hamel, Willard Howard, 
Sherman Howes, Irwin Katz, Joseph 
S. Lanigan, Leo Larkin, Fred G. 
Moynahan, J. William Nicolls, Jr., 
Charles W. O’Conor, Ralph Pope, 
Jr., Jack Sandler, Gordon Scott, 
Charles Slosberg, and Charles W. 


Sweeney. 
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MILITARY 
BIDS AND AWARDS 





Overshoes 

May 6, 1953—TAP-30-352-53- 
562—67,356 prs. overshoes, rubber, 
man’s high, 5-buckle fastening M- 
1945—FOB origin; delivery, 10,008 
prs. during November; 28,008 prs. 
during December; and 29,340 prs. 
during January; 100% overseas 
pack; opening, New York, 11 a.m.; 
this procurement for the Army. FOR 
SMALL BUSINESS CONCERNS 
ONLY. 


Rubber Soles 

May 11, 1953—TAP-30-352-53- 
593—1) 7,793 prs. sole, rubber, syn- 
thetic, full length, black, oil-resistant; 
a) 5,463 prs. for Shelby, O.; b) 2,330 
prs. for Maywood, Cal.; all must be 
delivered by July 30, 1953; FOB des- 
tination; opening, New York, 2 p.m.; 
this procurement for the Air Force. 


Chamois Leather 
May 12, 1953—TAP-30-352-53- 
579—25,000 ea. leather chamois, 
made from flesh splits of sheepskins, 
soft, moisture-absorbent, double- 


dressed finish: delivery, 20,500 dur- 
ing December: 4,500 during March 
1954; FOB destination; six destina- 
tions given: opening, New York, 3 
p.m.; this procurement for the Navy: 
FOR SMALL BUSINESS CON- 
CERNS ONLY. 


MITTENS 

May 12, 1953—TAP-30-352-53- 
482—402,900 prs. mittens, insert, 
trigger finger, M-1948—FOB origin 
—delivery, 79,800 prs. during Octo- 
ber; 80,100 prs. during November; 
and 81,000 prs. each during Decem- 
ber, January and February; opening, 
New York, 11 a.m.; this procurement 
for the Army; FOR SMALL BUSI- 
NESS CONCERNS ONLY. 


WOMEN'S OXFORDS 
Chris Laganas Shoe Co., Lowell, 


» Mass., submitted the low bid at the 


opening of TAP-30-352-53-439—12,- 
264 prs. women’s dress oxfords, black 
uppers, plain toe, leather sole and 
built-up leather heels. Laganas offered 
to supply all at $4.84 per pr., all 
or none, 30 days acceptance, net. 
There were seven other bidders. 


COMBAT BOOTS 


Endicott-Johnson Corp., Endicott, 
N. Y., submitted the low bid at the 
opening of ASTAPA invitation TAP- 
30-352-53-455 for 24,988 pair of 
black combat boots. All prices 
quoted were fob. origin. E-] offered 
the total quantity at 6.68; 20 days 
acceptance, net. 


FELT INSOLES 

A. R. Hyde & Sons, Cambridge, 
Mass., bid low fer 282,000 pair of 
felt insoles, extra-large—177,840 pair 
for Auburn and the balance for 
Schenectady. Hdye’s bid quoted 
these prices: a) .4825—100°% domes- 
tic; .4445—blend; b) .468—100% 
domestic; .43—blend; 60 days ac- 
ceptance, net. Seven other manufac- 
turers submitted bids under this in- 
vitation which was TAP-30-352-53- 


4A7. 


a 


Delaware 
® Baker-Layton Machine Co., Wil- 
mington builder of leather working 
machinery, announces it will continue 
its operations as‘in the past, following 
the death of its president, Harry B. 
Layton. The company is well known 
in the tanning industry. 














BOSTON HOT-MELT SPOTTING MACHINE 


TWO BM W ACCOMPLISHMENTS 


1. QUALITY with New York 
Doubling Cementer by giving 
the upper leather a soft luxuri-.y 
ous feeling of quality. 


NEW YORK DOUBLING CEMENTER, Model 7KP 
The AIR CUSHION DOURLER 


2. ECONOMY with Boston Hot- 
Melt Spotting Machine by giving 

© greater economy through fewer 
operations, 
space saving and material saving. 
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® Irving Mandel, comptroller and 
office manager of Marilyn Shoe Co., 
Milwaukee maker of women’s casuals, 
has been elected vice president in 
charge of administration and a direc- 
tor of the company. Louis Sickmeir, 
in charge of the pattern department, 
was named superintendent of the plant 
of Mayville Shoe Corp., Mayville, Wis., 


affiliate of Marilyn. Joseph Hart- 
man, superintendent of both plants 
for the past 15 years, was elected a 
director and will serve in an advisory 
capacity for both plants. 


® L. J. O’Neill, Sr., has announced 
his resignation as president of L. J. 
O’Neill Shoe Co., wholly-owned sub- 





unusual weights. 


ticular requirements. 


WINDRAM 


COMBINING — ELASTICIZING 
~ 





IN STOCKS AS IN SHOES 
GOOD BACKING PAYS OFF 


Behind good stocks and bonds is sound financial backing. And 
behind the shoes of wise manufacturers is Windram backing — 
for 85 years the standard of the industry. So, consult with Windram 
experts about new styles — new fabrics — special materials — and 


For Windram’s leadership is based on two solid skills: KNOW-HOW 
and SERVICE —the right combination to satisfy your most par- 


r/ 





3 Dorchester Street 





WINDRAM MANUFACTURING COMPANY 
Established 1867 


So. Boston, Mass. 
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sidiary of Florsheim Shoe Co. Other 
ofhicers of the St. Louis firm are J. W. 
Wallace, treasurer; and R. A. Heider, 
secretary. 


® Philip Miller has been appointed 
vice president in charge of merchan- 
dising for Town & Country Shoes, 
Inc., St. Louis manufacturer of wom- 
en’s footwear. Miller has been sales 
manager with the firm for the past 
few years, 


@ M. C. Cook has resigned as man- 
ager of the Illinois Glove Co, plant in 
Effingham, III. 


® Two new vice presidents of Swift 
& Co., Chicago, are Robert W. Rec- 
ord, in charge of plant operations, and 
William P. Ayers, in charge of the 
dairy, poultry and ice cream depart- 
ments, 


@ Edward F. Kiernan has been re- 
elected president and treasurer of 
Griess-Pfleger Tanning Co. of Wau- 
kegan, Ill. Other officers are Harold 
Jordan, vice president; Edwin T. 
Cady, vice president; Thomas S. 
Kiernan, general manager and assist- 
ant to the president; Fred W. Graff, 
Jr., secretary and assistant treasurer, 
and Andrew F. Heckler, assistant 
secretary. 


® Board of directors of Eagle-Ottawa 
Leather Co., Grand Haven, Mich., has 
elected the following officers: Julian 
B. Hatton, Jr., president; E. O. Har- 
beck, secretary, and W. T. Newman, 
tressurer. Siegel W. Judd continues 
as chairman of the board. 


@ New members elected to the board 
of directors of Florsheim Shoe Co. in 
Chicago are: Byron A. Gray, chair- 
man of International Shoe Co.; J. Lee 
Johnson, Robert O. Monnig, and 
Henry H. Rand, vice presidents of 
International; Edgar E. Rand, presi- 
dent of International, and Richard 
A. Heider and Weldon P. Magee, 
both Florsheim executives. 


® John K. Minnoch, executive di- 
rector of the National Hide Associa- 
tion, will be guest speaker at the an- 
nual breakfast of the West Coast Shoe 
Travelers Association during the lat- 
ter’s two-day show at the Alexandria 
Hotel, Los Angeles, May 19-20. He 
will talk on the subject “Don’r Sell 
Yourself Short.” Minnoch will also 
speak. at the joint meeting of the Met- 
ropolitan Region of the National Hide 
Association and the National Associa- 
tion of Importers and Exporters of 
Hides and Skins at the Hotel New 
Yorker, May 25, and before the Fulton 
County Tanners Association in Glov- 
ersville, N. Y., on May 26. 
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HIDE MARKET PRICE BOOSTS 
SPUR LEATHER BUYING ACTIVITY 





Prospect Of Active Fall Has Buyers Anxious To Catch 
Bottom Of Market 





Active interest, better sales seen 
in most selections. All prices 
steady to strong. Sole encour- 
aged. Sides and splits good. 


Sole Steady 

Boston sole leather tanners find 
strengthening of hide market has 
activating effect upon sales. Despite 
fact many tanners have raised lists 
2-4c on finished leathers, while all 
others are holding close to lists, 
buyers appear in market for leather. 
Tanners now convinced a good deal 
of sole leather will be used this fall 
on medium and volume priced shoes. 

Bends generally bring 54-56c and 
below for top grade No. 1’s in 10 
irons and above. Tannery runs 53c 
and below. The 9/10 irons are up 
to 58c for top grades although best 
interest below this. Medium bends, 
8/9 irons, 64, 63c and down. Light 
bends generally tops at 68c although 
some tanners ask lle more. 


Sole Offal Strong 

The sole leather offal market in 
Boston continues steady to strong 
this week. Best business, as usual, in 
bellies, but double rough shoulders 
come in for shares of sales. 

Steer bellies listed up to 27c, cows 
to 28c, but there is trouble above 27c. 
Double rough shoulders still bring 
56c and down for lightweight selec- 
tions of better grade. Tannery run 


heavy stock brings 50c and below. 
Single shoulders not too active at 42c 
and down for light weights. Heads 
fair at 17-18c, for shanks strong at 
15-17c, hind shanks at 19-21-22c. 


Calf Moves 

More calf leather interest reported 
these past two weeks than in past two 
months. Impetus of good business at 
Boston and St. Louis Shows prompis 
shoe manufacturers to turn to leather 
requirements again. This is not yet 
active calf sales season but more 
volume, particularly in women’s 
weights, is reported. 

Prices as before. Lists are 4-5c 
below previous highs. Price still a 
big point in bargaining. Women’s 
weight smooth calf does some busi- 
ness at 90c top, more in 70’s. Men’s 
weights not very active. Lists $1.10 
and below to top gradés, interest 
below 90c. Suedes fair enough at 95c 
and below. 


Sheep Active 

Sheep leather tanners in Boston 
report good activity at steady prices. 
Pickle skin situation tight as usual, 
holds finished leather prices up. 
Buyers still show good _ interest 
although trying to beat down prices. 

Russet linings bring 23c in better 
volume; boot linings 27c and down 
for best interest. Colored vegetable 








MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Retan 
for soles... 

GLOVE SPLITS: Complete price 
range .. .Quality always uni- 
formly high. 


Write for swatches today! 


LOS ANGELES 
TANNING CO. 


4101 Whiteside Street 
Los Angeles 63, California 








SPECIALISTS in SPLITS 


SUEDE LININGS 
SOLE & GUSSET 








Prices and Trends of Leather 


1952 GLOVE LEATHERS 


KIND OF LEATHER THIS MONTH YEAR 
HORSEHIDES 


- WEEK AGO AGO HIGH 
cinema conecneme ommeme a COWHIDES 


CALF (Men’s HM) .................0...6. 80-1.10 85-1.14 70-95 85-1.10 SHANKS 
CALF (Women’s) ......................00005. 70-92 80-98 60-81 80-1.03 BELLIES 
CALF SUEDE ........ 70-95 80-1.05 60-85 85-1.10 ORERSKING 
KID (Black Glazed) 20.00... 75-90 75-90 70-90 75-90 MOCCASIN COMnanE. 
KID SUEDE ‘ 80-96 80-96 70-92 80-96 
PATENT (Extreme) 56-62 56-62 55-80 56-60 
SHEEP (Russet Linings) ................ pees 18-32 18-28 18-32 
KIPS (Combination) .................... J 56-60 56-59 45-48 56-60 
EXTREMES (Combination) ..... Soho 51-54 51-53 42-46 54-56 
WORK ELK (Corrected) 38-42 38-44 36-40 38-46 
SOLE (Light Bends) ...................... 65-68 65-68 64-67 ” 68-72 
26-28 25-26 22-24 26-27 
SHOULDERS (Dble. Rgh.) 50-53 50-53 45-48 50-55 
SPLITS (Lt. Suede) s ; 33-39 31-36 36-38 35-39 : Y> 4 
SPLITS (Finished Linings) ............ 18-22 18-22 15-20 24-26 
SPLITS (Gussets) .... 13-15 15-17 18-22 18-20 A.L.GEB HA RDT CO. 
WELTING (% x ¥%) ....... Watts aise 8 8 12% 8 416 N.WATER ST. MILWAUKEE "ny 
LIGHT NATIVE COWS 19-19), 18! 13-1434 20 PHONE DALY 8- 6919 
All prices quoted are the range on best selection of standard tannages using quality 
rawstock, 
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linings move at 28c and below for 
high colors, a cent less for staples. 
Chrome wanted at 3lc and below. 
Garment suede a big seller at 35c and 
below with some lists as high as 38c. 


Sides Move Better 


Although Boston side leather tan- 
ners report more activity this week, 
spurred by Boston show results and 
strengthening of hide market, there 
is still good deal of price resistance. 
Tanners raise prices 2-4c on many 
selections. 

Combination-tanned extremes listed 
at 55-53c for HM’s. Larger spreads, 
M weights, generally 49-47c and 
below. Work shoe retan generally 
36-40c, some tanners ask le more. 
Work shoe elk generally 38-42c. 

Combination-tanned kip sides hold 
at 60c and down for HM weights. 
M weights a cent less. 


Splits Move 

More activity reported this week 
by Boston splits tanners. Market up- 
swing, optimism for fall cited as 
reasons. 

Women’s weight suede splits 
wanted at 39c down to 34c for colors, 
black a cent less. Men’s not as active 
at 44c and below. Linings fair at 
17-22c. Gussets moderate at 13-15c. 

Light weight flexible innersole 


GORDON-GRUENSTEIN, INC. 


29 NI 


splits move at 27-22c. Heavy weights 
37-32c. HM’s 30c down to 25c for 
best volume. Naturals bring 25-20c 
for M weights, 36-29c for H weights. 


Bag, Case and Strap Fair 

Demand for case leather described 
as fairly steady in some quarters and 
more interest expected to develop as 
the season progresses. 

Latest reported sales involved 2/3 
ounce case leather at 40-41c and *4 
ounce at 43-44c. 

Business in strap leather still being 
reported from time to time and prices 
appear to be holding about un- 
changed. Russet strap leather of 
Grade A quoted at 5lce for 4/5 ounce, 
53c for 5/6 ounce, 55c for 6/7 ounce, 
57c for %& ounce, 59c for 8/9 ounce, 
62c for 9/10 ounce and 65c for 
10/11 ounce. 

Grade B quoted 3c less and Grade 
C around 6c to 7c less. Premiums of 
2c to 3c over natural russet prices are 
quoted for colors and glazed. 


Work Glove Firm 


Market for work glove leather 
seems to be developing a firmer un- 
dertone. While there has been some 
business placed at unchanged prices 
producers inclined to firm up in their 
ideas and talk around top prices for 


© FAST MULLING 
© GREATER RIGIDITY AFTER MULLING 
© RAPID FUSING OF LINING AND UPPER 
Ask your supplier for 


Once Used — No Other Will Satisfy 
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new business which would represent 
a cent advance for certain produc- 
tions. 

Work glove splits of LM weight 
are ranged 14-l5c for No. 1 grade, 
13-14 for No. 2s and 12-13c for No. 
3s. M weight alone is quoted at 16- 
17c for No. 1 grade, 15-16c for No. 2 
grade and 14-15c for No. 3s. 


Garment Wanted 


Good interest in garment leathers 
but buyers are slow to reach for sup- 
plies when held at higher prices. 
Sheepskin garment leather wanted 
and suede still gets the best call. 

Prices heard are now mostly 35c 
and down for good tannages and up 
to 38c and down for top quality. 


‘ Grain finish has moved at 33-34c and 


down but higher prices have been 
talked in some quarters. 

Meanwhile, horsehide garment 
leather continues.to bring 42c and 
down for better tannages and in some 
directions 44c and down has been 
heard. 


Glove Leathers Soft 


Glove leather business continues 
in the doldrums with the exception 
of the cheaper lines in the heavier 
weights. Demand for garment suedes 
greater than the supply. 

Iranians in good demand for the 


| _ cheaper lines of gloves. Top price 


that buyers are willing to pay is 26c. 
Seconds bring 22c and pigtex grade 
readily sold at 19c. 

Domestic grains quoted at 32c 
down and the demand is just fair. 
Very little demand for ladies’ weight 
leathers. 

Degrained garment suedes readily 
sold at 40c for the ones and 32c for 
the seconds. Full grains quoted from 
36c down. There are two buyers for 
every dozen turned out. 


Kid Active 

Kid leather tanners of Philadel- 
phia say business fairly active. Or- 
ders continue to come in for black 
suede ‘and, to a lesser degree, for 
black glazed. 

Nothing reported about brown this 
past week. Dark blue sold only in 
suede. Some tanners have some 
white suede on hand and expect to 
sell it from time to time as small 
orders come in but white can gen- 
erally be considered as dead. 

The season will be a black one 
unless there is some drastic change 
from the present trend. 

Slipper leathers not very active al- 
though still some demand for dark 
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brown from slipper manufacturers. 
Tanners who sell slipper leathers 
used in cowboy boots—which is sold 
in a variety of colors—say that this 
is just about holding its own. 
Linings definitely good. Appar- 
ently shoe manufacturers have turned 
back from sheep to kid and there is 
currently good demand. With the ex- 
ception of those who do a permanent 
business in crushed, and are cur- 
rently finding fairly good demand, 
most tanners have not found it worth 
while to go into the production of 
this leather. Practically everyone 
says that satin mats are a dead issue. 
There is still a battle over prices. 


Average Prices 
Suede 32c-96c 


Crushed 35c-75c 
Slipper 25c-60c 
Linings 25¢c-55e 
Glazed 25c-$1.00 
Satin Mats 69c-$1.20 


Sole Leathers 


Sole leather tanners of Philadel- 
phia report that, with the exception 
of findings, business has been quite 
satisfactory this past week. A quota- 
tation of 60c still holds for No. 1 
medium weight factory bends; bellies 
sold at 27c and heads at 15c. 


Belting Fair 


Belting leather tanners of Phila- 
delphia report fairly good business. 
Rough leather tanners said that there 
were many inquiries that had to be 
turned down because of lack of stock, 
but on the whole they “booked a good 
week.” 

Prices slightly lower than last 
quoted. The No. 2 lights quoted at 
$1.00 and medium at 94c. The No. 3 
lights sold at 97c. Shoulder sold 
extremely well to both welting and 
specialties men. 

Curriers find business may best be 
described as “spotty.” Orders do 
come in but not with any dependable 
regularity so that almost each day 
of the past week has shown a different 
picture. However prices are holding 
their own and curriers do get them 
without difficulty. 

No special weight in butt bends is 
in demand. They all sell, when the 
sales are made. 


AVERAGE CURRIED LEATHER PRICES 


Curried Belting Best Selec. No. 2 
Butt Bends 
Centers 13” ..... 
Centers 24”-28” . 
Centers 30” 
Wide Sides 
Narrow Sides .... 
Premiums to be added: Ex Light, stus 5e- 
Light, plus 7c; Heavy, minus 5c-10c; Ex 
Heavy, minus 5c. 
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Tanning Oils Steady 


Quotations on Tanning Oils un- 
changed and steady. Fish oil mar- 
kets strong for replacement oil. Slow 
demand for Raw Tanning Materials 
as buying interests lag. No change 
in Tanning Extracts. 


Raw Tanning Materials 


Divi Divi, Dom., 48; 
Wattle bark, ton ....‘ 


basis shp’t, bag. . .$72.00 
‘Fair Average’’ $104.00 
**Merchantable’’ $100.00 
Sumac, 28% leaf 

Ground 
Myrobalans, J. 1's 

Genuines 

Crushed 40° B 
Valonia Cups, 30- 32%, "guaranteed 
Valonia Beards, 42%, guaranteed .......$8 
Mangrove Bark, 30% So. Am. ... .$58.00-59.00 
Mangrove Bark, 38%, E. African .......$78.00 


Tanning Extracts* 


«hestnut Extract, Liquid (basis 
25% tannin), f.0.b. plant 


Chestnut Extract, Powdered (basis 
60% tannin), f.0.b. plant 
Bags, c.l. 
Bags, l.c.l. 
Cutch, solid Borneo, 55% tannin 
Hemlock Extract, 25% tannin, tk. cars” 
f.o.b. works -062 
bbls. c.l. 
Oak bark extract, 25% tannin, Ib. 
bbls. 6%-6%, tks 
Quebracho Extract: 
Solid, ord., basis 63% tannin, c.l. .11 31/64 
Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c,l., East African .10% 
Wattle extract, solid, c.1., South African .11% 
Powdered super spruce, bags, c.1. 
05%; Le.L 05% 
Spruce extract, tks., f.0.b. wks. .... .01% 


Myrobalan extract, solid, 55% tannin... .07% 
Myrobalan extract, powdered, 60% tan- 

nin . -10 
Valonia extract, powdered, 63% tannin. -10 
Quebracho Extract, Powdered, Swedish 

spray dried, 76-78% tannin ....... 16% 
Wattle Extract, Powdered, Swediah, 

73% tannin 
Powdered Spruce, spray dried, Swedish 
Myrobalan, Swedish, Powdered 68-70% 
Oakwood, Swedish, solid, 60-62% 
Oakwood, Swedish, powdered, 64-66% 
Larchbark, Swedish, solid, 54-56% 
Larchbark, powdered, Swedish spray- 

GROG, DG Uke daedekectecsecéueges 


Tanners’ Oils 


Cod Oil, Nfid., loose basis, gal. j . 
Cod, sulphonated, pure 25% moisture .13-.13% 
Cod, sulphonated, 25% added mineral .12 
Cod, sulphonated, 50% added mineral 10% 
Castor oil, No. 1 C.P. drs. 1.c.1. 
Sulphonated castor oil, 75% 

age er oil, tks., f.o.b ) Saas. 


drum 
Neatsfoot, 20° C.T. 
Neatsfoot, 30° C.T. 
= prime drums, c.l. 
e. 
Neatsfoot, sulphonated, 75% 
Olive, denatured, drs. gal. ..........0-% 
Waterless Moellon 
Artificial Moellon, 25% moisture 
Chamois Moellon, 25% moisture .. 
Common degras 
Neutral degras 
Sulphonated Tallow, 75% 
Sulphonated Tallow, 50% 
Sponging compound 
Split Oil 
Sulphonated sperm, 25% moisture .. .14-.15 
ae Pape Oils, 200 seconds visc., tks., 


ae 7a Oils, 150 seconds visc., ° ‘Tks., " 
o.b. 


a dO Oils, 100 seconds Visc., tks., 


*Imported Extracts are plus duty. 
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ATLAS TACK CORP. 


FAIRHAVEN, MASS. 








“SUPERIOR LEATHERS” 


Chrome Retan Sole Leather 
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Chrome Retan Upper Leather 


A oRVE RELAY Laled MO Baal " water res 
: 


sting easily worked 


(Ino cow and horse sides 


=) Op 3d > 19 C0) | behiy- ero co. 


LEATHER and SHOES 


1254 West Division Street, 


—- c 
AGENTS 


Bloc 
ery Bros 





PACKER HIDES SHOW NEW 
STRENGTH DURING WEEK 


Tanner Demand, Tight Supply Situation Pushes Prices 
Up Again 


Packer Hides Strong 

Good shoe business and steady 
movement of leather have been two 
important factors forceful enough to 
result in a broadened demand for 
hides and payment of advancing 
prices by 1-l4%4c this past week. 
Competition in buying wanted types 
of rawstock, of course, enabled pack- 
ers to realize advances for their pro- 
ductions. 

In spite of heavy cattle receipts and 
full-time slaughtering schedules re- 
sulting in an increased production of 
domestic hides, demand for domestic 
consumption and for export seems to 
to be ihsaching supplies. So far as 
can be determined, there are no ac- 
cumulations of any size and practi- 
cally all of the poor quality winter 
hides have been sold. 

Current sales by the big packers 
now involve better quality hides of 
April takeoff. In the past three weeks 
sales by the big siiclaive and inside 
bookings by the two tanning packers 
have averaged better than 100,000 
for each week. 

Meanwhile, imports of foreign 
hides have been comparatively small. 


According to the Tanners’ Council, 
cattlehide imports totaled only 38,000 
in February. On the other hand, ex- 
ports in the same month came to 
130,000 hides and re-exports to 
7,000, making a net export total for 
February of 99,000 hides. For the 
first two months of this year, there is 
a net export total of 240,000 hides. 

A feature development in the Chi- 
cago big packer market this week was 
the trading of 27,000 hides on Tues- 
day by one seller involving river light 
cows at 19c, Ft. Worth light cows at 
2644c, light native steers at 18c, 
heavy native steers at 1414c for rivers 
and 15c for St. Paul and heavy native 
cows at 16c for rivers, 161%c Chicago- 
Milwaukee and 17c for St. Paul; also 
bulls at 12c and llc for Omaha and 
12M%c and 11'4c for St. Paul native 
and branded. Later, however, an- 
other big packer secured an addi- 
tional half cent advance on light 
cows, selling 2,000 Chicago produc- 
tion at 191c. 


Independents Sold Up 


Large midwestern independent 
packers maintaining well sold-up 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 


Close 
Apr. 23 


Apr. 16 


Net 
Change 


Close High Low 


For Week For Week 





January 
April 


17.26 
16.92 
16.50 
16.25 
15.92 


+97 
+67 
+50 
+15 
+05 


18.35 
17.66 
16.95 
16.30 
16.19 


17,.25B 
16.90B 
16.40B 
16.15B 
15.85B 
15.60B 


Total Sales: 498 lots 








HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 1414-15 
Light native steers 18 
Ex. light native steers ... 2014-21N 
Heavy native cows 16 -17 
Light native cows 19 «19% 
Heavy Texas steers 134% 
Butt branded steers 13 
Light Texas steers 16 
Ex, light Texas steers .... 19 
Colorado steers 124% 
“154% 
“12% 
“11% 
-55 
-40 


Branded Bulls 
Packer calfskins 
Packer kipskins 


NOTE: Price ceilings have now been completely ended by the government. 
remaining goods and services have been removed from price controls. 


Week Ago 


14 


134-14 13 
104-11 11 

914-10 10 
44 


31 


Month Ago 
13% 13-13% 11 
17 18 
19% 21 
-151%4 14 -15%4 
174 18 13 
12 12 9 .9% 
11% 11% 9 . 9% 
144% 16 13 
17% 181% 1514 
11 11 8 - 8% 
-13%4 10% 
814-9 
7-8 
-30 
-24 


Year Ago 
-11% 
14% 
16% 
11%-12 

-14% 


4714-574 23 
-37% 20 


-55 
“37, 31 
All 
All regulations 


winding up controls require that applicable records be held until April 30, 1955. 
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position, selling — approximately 
25,000 hides in each of the last three 
weeks. These sellers have been ac- 
cepting the going prices and have 
been realizing advances in latest sales 
of the various selections. 

At New York this week, one big 
packer sold 900 heavy native steers 
at 15c, 900 butts at 13c and 900 Colo- 
rados at 12c. Further interest re- 
ported at mid-week at these prices 
but some packers inclined to try for 
an additional half cent advance. 


Small Packers Up 

In the southwest, Texas small packer 
light hides averaging 40-41 lbs. moved 
up on sales at 19-1914. flat f.o.b. In 
the midwest, small packer hides 
averaging around 50-52 lbs. sold 
at prices ranging up to  1l6c, 
16'4c and even 17c selected fob. ship- 
ping points for choice plump descrip- 
tions. Even 53 lb. avg. hides brought 
16c flat and one car of choice plump 
54-55 lb. avg. hides sold at 161 
while a car of 60 lb. avg. hides of 
similar description brought up to 
14\4c selected fob. 


Country Hides Advance | 

Advancing prices for big packer as 
well as small packer hides, along with 
an improved demand, caused many 
sellers at country points to boost ask- 
ing prices for their unsold holdings. 
Some advances paid, ranging up to 
13c for around 52 |b. avg. locker- 
butcher hides free of renderers and 
as high as 14c for similar hides of 
lighter weight averaging 45-46 lbs. 

Mixed lots of country hides con- 
taining moderate to small percentages 
of rendered hides moved up to 12- 
12%4c flat trimmed fob. shipping 
points with sellers later inclined to 
try for 13c or better. 

Renderer hides alone moved in a 
range of 11¥c to 12% as to quality, 
average weights and shipping costs. 
Here too, sellers were later asking 
higher prices. 

Glue hides sold at 914c for 51 Ib. 
avg. and 10c for 49 lb. avg., fob. 
shipping points. Later, 10c was bid 
for 48-50 lb. avg. No. 3s held at 
10%c. Country bulls in carload lots 
714-8c fob. 


Calf and Kip Steady 

Some interest shown for big packer 
calf on the basis of 4714-45c. for Wis- 
consin heavy and light and 45c for 
St. Paul light but nothing openly of- 
pered on the market of late. Packers 
last sold regular slunks ahead into 
their production at $2.25 while large 
hairless have been selling from week 
to week at 80c. Still difficult to con- 
firm new sales of small packer and 
country skins. 
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Despite an increasing prouction of 
calf, only limited offerings are re- 
ported and usually held at higher 
prices than tanners are willing to pay. 
In carload lots, small packer calf 
nominally quoted around 40-45c and 
country calf at 20-21e. 

Small packer kip held at 3214- 
33¥oc and country kip at 17-18¢ for 
carload lots. About 5c less usually 
quoted on smaller lots. 


Horsehides Firm 


Continued demand for horsehides 
and market has a firm to strong un- 
dertone. Better quality production 
well sold up and good heavy northern 
slaughterer whole hides wanted 
around $10.00 for untrimmed and at 
$9.00-9.25 for trimmed lots fob. ship- 
ping points. 

Horse tails in demand at $1.10-1.15 
for selected lots. Cut stock moves oc- 
casionally although buyer resistance 
has been shown. Based on last re- 
ported sales, good northern fronts 
range $6.25-6.50. Butts, 22” up, 
$3.20-3.50. 


Sheep Pelts Trading 

Some trading in big packer clips 
and shearlings at prices considered 
about steady. Clips have ranged 
$2.85-3.00 and No. 1 shearlings 
$2.35-2.55. The No. 2s brought 
mostly $1.70 and No. 3s $1.10. A 
seasonal increase in production is re- 
ported in some sections, particularly 
in the southwest. 

Buyers indicate ideas of $2.00- 
2.25 per cwt. liveweight basis for 
Texas spring lambs but sellers asked 
more. Some California spring lamb 
pelts sold to puller at $2.50-2.60 per 
cewt. liveweight basis. A sale of first 
half April midwestern packer wool 
pelts reported at $4.90 while one lot 
of California small packer wool pelts 
sold to pullers at $4.25 fob. per ewt. 
liveweight basis. 

A small lot of full wool dry pelts 
sold at 28c delivered. Sellers have 
asked 29-30c. Some pickled sheep 
and lamb skins sold at $13.50 per 


dozen. 


Dry Sheepskins Tight 

Trading still restricted as buyers 
showing little interest and at low 
levels. Cables from Brazil note rela- 
tively few offerings of cabrettas and 
the market is higher than what buyers 
are willing to pay. An offering of 
70% regulars and 30% specials at 
$12.00 fob. considered too high. 

Some negotiations said to be pend- 
ing for specials alone at $15.50 fob. 
Other varieties continue slow and dif- 
ficult to quote due to lack of buying 
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interest. 
sold up. 

Slightly higher prices at Australian 
wool sheep auctions. Cables stated 
that at Melbourne, sheepskins, 56s 
and up, and lambskins were one to 
two pence dearer while all other de- 
scriptions firm. At Sydney, 45,000 
offered with sheepskins one to three 
pence and lambskins two to four 
pence dearer. No particular change 
in South American descriptions. 

Shearlings continue slow and nom- 
inal. Trading at a minimum in for- 
eign descriptions. 


Pickled Skins Slower 

New Zealand market not very 
active as offerings slow in making 
their appearance. Most of the sheep 
selling to Europe and sales not re- 
ported here. A little business noted 
in lambskins with South Island “Is- 
lington” going at 90 shillings, “TB&S 
Belfast” (Canterbury) at 90  shill- 
ings, “SOFCo” at 103 shillings and 
North ksland “Longburn” at 108 
shillings. 


Shippers at origin well 


Domestic market unchanged with 
late sales at $13.50 though some sell- 
ers have higher views. 


Reptiles Limited 


Buyers seem more interested in 
moving leather at the present than 
adding to their raw stock inventories. 
Even at slightly lower levels, they 
seem to show but small interest ex- 
cept for certain lines. 

Good call for alligators and selling 
quarters state that they could move 
wet salted Indias at $1.10 an inch but 
most shippers ask $1.25 an_ inch. 
France buying crocodiles and paying 
prices above our views. 

Bids of $1.55 refused for Malayan 
ring lizards, 25 centimeters and up, 
averaging 30 centimeters, 50/50, 
shipper asking $1.75. However, some 
Siam ring lizards sold at the $1.55 
level. 

Brazil back cut tejus sold at 80c 
fob., but further offerings noted at 
76-80c fob., as to assortment. Giboias 
available at 45-48c fob. and chame- 
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6 rows of 
stiff Horsehair 
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For rough coating on splits « Hand made by master craftsmen 


C. W. PENNINGTON 
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leons have sold at 16c fob., but buy- 
ers’ ideas generally lower. 

Wet salted Colombian iguanas are 
easier with offerings of 8/10 inches 
at 19¢ and 10 inches and up at 26c 
not taken. 

India market slow. Bids of 55c 
refused for Madras .bark tanned 
whips, 4 inches up, averaging 414 
inches, 60/40, and while higher 
asked, sellers would accept 57c. Some 
quarters believe that sellers would 
accept the 55c level for a good round 
lot but won’t break the market on 
small quantities wanted. 

Lizards have also quieted down and 
it has been difficult to confirm any 
new sales. Wet salted ramgodies, 10 
inches up, averaging 13/14 inches, 
selling at 13-14c though some ship- 
pers have ideas of 17c. 


Deerskins Better 


A little more interest developing 
and while some shippers still have 
high views, sae that Brazil 
“jacks” have been selling at 50c fob., 
basis importers. A spot lot of New 
Zealands sold at 8lc while for ship- 
ment is considered nominally 83c cif., 
although there was a report of sales 


at 86c cif. 


Pigskins Move 


More business noted. Manaos grey 
peccaries sold at $1.80-1.90 fob. and 
blacks at $1.26-1.30 fob., basis im- 
porters. While shippers are asking 
$1.65 fob. for Para greys and $1.45 
fob. for blacks, buyers’ ideas are 
$1.55-$1.60 and $1.20-1.25 fob., basis 
importers, respectively. 

Some Peruvian grey peccaries sold 
for shipment at $2.20, basis manu- 
facturers. Bolivian peccaries sold at 
$1.45. 

Good demand for wet salted capi- 
varas but few sales due to price dif- 
ferences. Chaco dry carpinchos quiet. 


Goatskin Prices 
Last 
INDIA & PAKISTAN Today Month 
Amritsars (1200 Ibs.) ...$8%-9% $8%-8% 
Best Patnas Yom. Nom. 
Muzufferpores ; Nom. 
Dinajpores Yom. Nom. 
Nom. 
Calcutta Kills 5 $8.80 
Coconadas (1.70/1.80 Ibs.)$10.00 $10.00% 
Deccans (1.70/1.80 Ibs.) ..$10.00 $10.00% 


CHINAS 

Szechuans, Ibs. .......... Nom. Nom. 
Hankows, Ibs. i Nom. 
Chowchings, dz. : Nom. 


MOCHAS 
Berberahs $9%y -10 
$5 % -6% $5-6%; 


PORAG cise vavencccccevcsSiB%h-18 $12% 





HEMLOCK - OAK . 
STAINLESS SUMAC . 


QUEBRACHO . 


DERMABATE COMPOUNDS 
LIQUID EXTRACTS 


MANGROVE 
ORDINARY SUMAC 

RAPID TAN “G” 

SPECIAL DIPPING EXTRACTS 


@ ARMSTRONG HUMIDIFIERS 


Batti types 
Addis-ababas 


AFRICANS 
BI 6 i885 80 6 aide encase Nom. 
CRPRDIGMCRS 6 oc ceiccsc voce i Nom. 
Marakesh m. Nom. 
Constantines ............. ;. Nom. 
Nom. 
Tangiers $8.00 Nom. 
West Province Ex. » as S00 
Port Elizabeth Ex. Lts. .. 45c 45c 
Nigerians, Ibs. .......... $1.05 96c-$1.05 
Mombasas, dz. .... $10%-11% $9.35-10.60 


LATIN AMERICANS 
Mexicans 
Matanzas, etc. (flat) .... 


Venezuelans 
Barquisemetos 


Maracaibos 
La Guayras 


Colombians 
Tee TCD onc se wwccnscees 


West Indies 
Jamaicas 
Haitians 

San Domingos 


Brazils 
Cearas 
Pernambucos ............ 


Argentines 
Cordobas/Santiagos 
Pampas 


Peruvians 


Ayacuchos 


There are lots of ways 
fo to Humidify 
your Plant 


... but these 
companies use 
Armstrong Steam 

Humidifiers 


Partial List of Users: 
Brown Shoe Co. 


introduce clean dry steam 
directly into the atmosphere — 
automatically increase humidity 
to keep it within 1% or 2% 

of the desired level. They are 
easily connected to existing 
steam and electrical or air 
systems, cost from a few pennies 
to perhaps $1.00 per day to 
operate depending on size of 
unit. A unit capable of supplying 
60 Ibs. of moisture per hour 
lists at only $182.25 

complete with control. 


Why delay? SEND FOR BULLETIN 1774 
giving complete details and prices. 


Chicago Rawhide Co. 
Commonwealth Shoe 

& Leather Co. 
Eagle-Ottawa Leather 

Company 

George Fromer Co. 
Hubbard Shoe Co., Inc. 
International Shoe Co. 
Mutual Shoe Co. 
Ohio Leather Co. 
Phyllis Shoe Co. 
Selby Shoe Co. 
Selwyn Shoe Mfg. Corp. 
The U.S. Shoe Corp. 


SE zS 


AMERICAN EXTRACT CO. 
Manufacturers of the Largest Variety of Vegetable Tanning Extracts 


ESTABLISHED 1887 


PORT ALLEGANY, PA. 


REPRESENTATIVES: 
McArthur Chemical Co., Ltd., 20 St. Paul St., West, Montreal; 
73 King St., West, Toronto 
Roy Wilson, Dickson Ltd., 7-8 Railway Approach, London, S.E.! 


Getz Bros. & Company, San Francisco, Calif.; New York City ARMSTRONG MACHINE Wie} 1/4: 


879 Maple Street, Three Rivers, Michigan 
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Deaths 





Harry B. Layton 

... 72, tanning machinery manufac- 
turer, died April 15 at his home in Wil- 
mington, Del., after an illness of three 
years. A veteran of the tanning ma- 
chinery industry, Layton was associ- 
ated with G. W. Baker Machine Co. 
of Wilmington, Del., for 35 years and 
served as president for two years. In 
1936 he formed Baker-Layton Ma- 
chine Co. and served as president until 
his death. He had been associated 
with the tanning industry for 53 
years and travelled extensively in Can- 
ada, Cuba, Europe and the U.S. He 
leaves his wife and several nieces and 
nephews. 


Raymond E. Trenor 

. . . shoe executive, died April 16 at 
his home in Clayton, Mo. He had suf- 
fered a heart attack a week previously. 
Trenor was vice president of Valley 
Shoe Corp. Associated with the firm 
for many years, he first joined the 
company as a stockboy. Surviving are 
his wife, Estelle G.; and three daugh- 
ters, Mrs. Maude Ruble, Mrs. Lila 
Herbert and ‘Miss Blanche Trenor. 


Adolph Hirsch 
... 78, shoe materials executive, died 
recently in New York after a long ill- 
ness. He was president of G. Hirsch 
Sons, New York shoe fabrics producer. 
He leaves his wife, Bertha, and a 
daughter. 


William E. Kreider 

... 65, prominent shoe manufacturer, 
died April 20 in a Harrisburg, Pa., 
hospital after suffering a heart attack 
while at his home in Palmyra, Pa. One 
of the best-known shoe manufacturers 
in the industry, Kreider had served for 
the past 30 years as president and 
treasurer of W. L. Kreider Shoe Mfg. 
Co. of Palmyra. The firm had been 
founded originally by his grandfather. 
Kreider was also president of Kreider- 
Creveling Shoe Co., a distributing 
house which he helped organize in 
Boston 30 years ago. 

He was a member and former direc- 
tor of the National Shoe Manufactur- 
ers Association and the Cencral Penn- 
sylvania Shoe and Leather Association. 
Kreider was also a vice president and 
member of the board of Palmyra Bank 
and Trust Co. and was active in com- 
munity affairs. 

Surviving are his wife, Mabel G.; a 
son, David H.; a daughter, Mrs. Jack 
Fisher; two sister, five brothers, three 
grandsons and three great-grandsons. 
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Better than you ever thought they could be made. 
Try them and be Convinced! 


ALSO Knox Marker 
Machines ond Dies 
And as always the finest 
Walker, Clicker, Mallet 
Handle, Freeman Model N 
and all other types of 
Cut-Out, Perforation and 
Marker Dies. 


INDEPENDENT DIE AND SUPPLY CO. 
La Salle near Jefferson, St. Louis 4, Mo., Phone: Grand 2143 


Associate 
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Real White SHEEP 


Actually Tanned WHITE—Nof Bleached 


THOMAS A. O'KEEFE 


EST. 1907 


LEATHER COMPANY 


4 GOODHUE ST. SALEM, MASS. 
Also ... General Line of SHEEPSKINS for osnwent Traves 
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News Quicks 


About people and happenings ceast to coast 





® The B. & M., Inc., Peoria depart- 
ment store, has leased its store to W. T. 
Grant Co., and will discontinue active 
operations in the retail line on or about 


July 1. 


Michigan 
® Huette Shoe Mfg. Co., Three 


Rivers footwear manufacturer, is re- 
ported to have paid first and final divi- 
dend of 1.5 percent. 


New Hampshire 


® Weiss-Lawrence, Inc., Somers- 
worth shoe manufacturer, is now re- 
ported interested in the purchase of 


the Rob B. Ireland factory in Dover. 
The firm was recently reported con- 
sidering purchase of the closed McEI- 
wain Shoe Co., Farmington Shoe 
building. 


® Residents of the town of Hills- 
borough are considering a public sub- 
scription of $2,500 to purchase land 
on which Comfort Slipper Corp. 
may erect a new shoe plant. The fac- 
tory will employ some 225 workers 
from the town. Construction is 
planned to start by June 1. 


@ An explosion and fire caused dam- 
age estimated at more than $100,000 
in the Flotex shoe fabric factory lo- 
cated on Exeter Rd. in Hampton. Five 


employes were injured in the blaze 
which quickly enveloped the plant 
after a curling oven exploded. 


Rhode Island 


® Kays-Newport, Inc., of Provi- 
dence has purchased the F. E. Ballou 
Co., Providence retail shoe firm. 
Branded lines and personnel of the lat- 
ter 75-year-old firm will be transferred 
to the Kays-Newport store at 160 
Westminster St. 


Pennsylvania 


® Auction sale of equipment and ma- 
chinery of Charles §. Walton & Co., 
Philadelphia oak sole and belting 
leather currier, brought the sum of 
$18,000, it is reported. Auction was 
held April 16 at Curtis Bay, Baltimore. 


®@ The Philadelphia shoe wholesaler, 





WINSLOW 


WINSLOW BROS. 


A leather-lined shoe is a more 


saleable shoe. 


KIDDIE CHROME 
FULL CHROME TANNED 


LAMBSKINS 


& SMITH COMPANY 


STORES: BOSTON, 67 SOUTH ST. @ NEW YORK, 12 SPRUCE ST. @ CHICAGO, 173 NO. FRANKLIN ST. 





Representatives in all 
principal shoe centers. 


RUBBER AND PLASTICS CO., INC. 
403-407 MAIN STREET, MELROSE 76, MASS. 


FORMERLY AT EAST BOSTON, MASS. 


TEL. MElrose 4-5000 
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E. Mirow Co., has moved from 117 
South St. to 325 Arch St. The firm 
handles Mi-Pal footwear. 


® Business of Paul G. Donecker, 
Ephrata leather firm, has been sold to 
Paul G. Donecker of Lancaster, it is 
reported. 


Connecticut 


® Donovan Industries, Inc., of 
Saugatuck reports screen star Jennifer 
Jones will wear a White Rajette Kid 
Coat by Dior in her new film, “Beat 
the Devil,” now being made in Italy, 
Rejette Kid is made by William Amer 
Co. of Philadelphia. 


New Jersey 


@ Elastomer Chemical Corp. of 
Nutley has moved its quarters to a 
new location at 212 Wright St., in 
Newark. 


®@ Jack G. Carrodus, Atlantic City 
boot and shoe firm, has filed an 
amended plan of arrangement under 
Chapter XI offering to pay unsecured 
creditors 25 percent cash on confir- 
mation. Hearing for final confirma- 
tion was held April 24. 


Missouri 


@ Wright Leather Specialty Co. 
reports it is planning to expand its 
Vi-Tronic plant in Doniphan at a cost 
of $30,000. The factory will be used 
for the manufacture of _ plastic 


products. 


® Cuba Shoe Co., manufacturing 
exclusively for Brauer Bros. Shoe Co., 
St. Louis, will dedicate its new fac- 
tory at Cuba on Saturday, April 25, 
at special ceremonies, according to an 
announcement by A. J. Brauer, presi- 
dent of both firms. The Cuba plant 
has been operating temporarily since 
Dec. 1952, in a makeshift plant, em- 
ploying some 65 workers turning out 
300 pairs of women’s dress shoes and 
casuals per day. The new factory is 
designed with a capacity of 2,000 pairs 
daily and is expected to employ 175 
persons by summer. Current output 
is on sliplasted shoes with low-heeled 
conventional types to be added next 
season. Cuba Shoe Co.’s new plant is 
a one-story building covering 22,000 
square feet. 


® Edgar E. Rand, president of In- 
ternational Shoe Co., was principal 


speaker at the luncheon meeting of 
The 210 Associates in St. Louis 
April 15. Some 350 members are ex- 
pected to attend the meeting at the 
Crystal Room of the Hotel Jefferson. 
® Brown Shoe Co. sales divisions 
held their fall sales meetings April 13- 
15 in St. Louis. Meetings were 
launched with the Open House of the 
company’s new general offices on Sun- 
day, April 12. Salesmen heard a prog- 
ress report during celebration of the 
company’s 75th anniversary. 


New York 


@ Sale of assets of La France Shoes, 
Inc., New York footwear retailer, 
realized approximately $12,700, it is 
reported. 


®@ Order has been signed by a Supreme 
Court Justice assigned in the case of 
Thomas Cort, Ltd., New York man- 
ufacturer and retailer, to accept offer 
of Randolph Novelty Corp. of 
Philadelphia, Pa., to purchase for 
$4,000 the trademark and _ trade 
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REVERSE LEATHERS 


CREATED BY HEBB LEATHER CO. FOR DISTINCTIVELY STYLED 
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Reverse side leather is available in a range 
of seasonal, styleful colors. 
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A 
Quality Leather 
For 
Distinctive Footwear 





GARLIN GENUINE BUCK is an important sales factor where 
quality and prestige are major considerations. 


SALES AGENTS 


Farrell-Frank & Co., St. Louis, Mo. 
A. E. Piekenbrock, Milwaukee, Wis. 
Terman & Kreech, New York, N. Y. 


GARLIN & 60.. Inc. 


Vogel H. Helmholz, Baltimore, Md. 
Walter N. Schafstall, Cincinnati, Ohio 
Russ White Co., Los Angeles, Calif. 


44 South Street 
BOSTON, MASS. 
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Thomas Cort as well as good will of 
the debtor’s business. 


@ Alba Footwear, Inc., Malone shoe 
manufacturer, is reported to have 
called meeting of creditors for an early 
date. 


® Alfred J. Silberstein, Bert Gold- 
smith, Inc., New York advertising 
agency, is handling a new promotion 
program for Dr. Posner Shoe Co. The 
new project is a tie-in drive with the 
concern’s NBC program featuring 
actress Jinx Falkenberg. Posner deal- 
ers are receiving a series of posters and 
counter cards bearing Miss Falken- 
berg’s endorsement. Mats and mailing 
pieces are also being used. 


® [talian-made summer sandals, man- 
ufactured in Tuscany exclusively for 
B. Altman & Co. of New York City, 
are now oz sale at the New York de- 
partment store. 


@ Assets of Liberty Bags, New 
York City handbag manufacturer, 
were sold in bulk for enough to pay 
creditors 20 percent cash on their 
claims, it is reported. Liabilities of 
the firm were listed at $77,984 and 
assets at $42,290. 


®@ Assignee’s sale of assets of Du 
Barry Bags, Inc., New York hand- 
bags manufacturer, was held April 8 
on the premises. 


® H. Elkan & Co., New York hide 
and skin broker, has moved to 82 
Beaver St. 


® Milay Co., Brooklyn shoe novelty 
firm, has named Philip J. Lane Ad- 
vertising to handle its promotional 
efforts. 


Massachusetts 


® Copley Shoe Co. of Wakefield re- 
ports it is introducing a new line of 
flatties and softies for its fall lines, 
according to Eliot Alter, advertising 
and publicity director. The firm has 
incorporated its instock division under 
the direction of Maurice Kobrin, for- 
merly of Penobscot Shoe Co. The new 
line will retail at $6.95-$7.95. Pro- 
duction figures are now reported at 
1,000 pairs daily for Copley’s dress 
shoe lines. 


® Dorella Shoe Co. has been organ- 
ized in Haverhill to do contract stitch- 
ing. Principal is Irving Brown, who 
reports the firm is associated with 
Brownie Shoe Co., also of Haverhill. 
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Take advantage of today’s fast-acting adhesives 





QUICK ADJUSTMENT for complete range of 
heel heights gives correct distribution of 
pressure on the entire shoe bottom. Simple 
handwheel adjustment for changes in 
sizes. 


NEW PAD BOXES take full runs of sizes and 
widths — can be angled to aid operator. 


POSITIVE TIME - PRESSURE CONTROL ‘auto- 
matically assures adequate bonding period 
for each shoe. 


One of 36 New Machines In Five Years 











This high-production 2-station machine is an 
outstanding example of progress in the shoe 
industry. It’s the latest of many contributions 
to better cement shoemaking made by United 
in the course of 20 years. 

This sole attaching machine lets you utilize 
to the fullest, the latest in pressure sensitive 
and heat activated cements. It will 


The productive efficiency of this machine, 
like all United Machines, is constantly main- 
tained by trained servicemen and by regional 
inventories of replacement parts located in 
sixteen shoemaking districts. 

For further information call the nearest 
United Branch Office. 





produce the right bottom character, 
consistently and positively, on all shoes 
that come to the machine properly pre- 
pared. Maintenance costs are low and 
operator adjustments are quickly made. 
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Fabric, imitation leather or leather 
French bindings can be adhered with 
equal ease with the thermoplastic ce- 
ment used by this machine. Save cost of 
coating and loss due to breakdown of 
adhesive coating on bindings in stock. 


For the first time, the cementing and folding of 
French bindings are combined in one machine 
operation by the (MC Thermo-Cementing and 
Folding Machine — Model A. This efficient bench 
unit has had, in its brief career, a rapid rise to 
popularity in scores of fitting rooms. In nearly 
every case it has provided important economies 
over the methods replaced. 


Operators and factory men too, like 
the quieter operation, the great reduc- 
tion in vibration, the productive ca- 
pacity they have with this machine, 


U/C THERMO-CEMENTING AND FOLDING MACHINE— MODEL A 


: 
a el id >. 
7 Maria? “4 
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Maintenance time and parts costs are 
cut by improved machine design in 
which all internal parts operate in 
cil bath. 


One of the “36 new United machines in five 
years,” this modern machine answers the need of 
shoe manufacturers for the best shoemaking quality. 

Like all United machines its production effi- 
ciency is maintained by a trained service organiza- 
tion and by supplies of replacement parts located 
in the various shoe centers. 

Ask your United Branch Office for full details. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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® Gilbert Shoe Co. of Haverhill has 
temporarily discontinued production 
of women’s cement process shoes, ac- 
cording to Mack Gilbert. The firm is 
manufacturing Army packing kits but 
expects to resume manufacture of 
shoes in the near future. 


® Workers at H. H. Brown Shoe 
Co. of Worcester have been awarded 
a five percent wage increase in a new 
contract signed by officers of the com- 
pany and Local 24, United Shoe 
Workers of America, CIO. The new 
one-year contract also provides for 
time and a half for Saturday work. 


® Suit involving the sale of leather 
brought by Jefferson Leather Co. of 
Boston against Maranne Shoe Co. of 
Haverhill has been brought to trial 
before the Superior Civil Court in 
Lawrence. Plaintiff is seeking to re- 
cover balance alleged due on a ship- 
ment of alligator leather sold to de- 
fendant in April, 1951. 


® Phyllis Shoe Co., Lowell manu- 
facturer of women’s and children’s 
sport shoes, has announced its fall 
1953 line is the largest and most com- 
plete the company has put out in its 
25 years of operations, according to 
B. D. Fenn, sales manager. Samples 
and catalogs of the entire line are be- 
ing sent to all salesmen the week of 
April 27. All styles are carried in-stock 
and priced to retail at $3, $4, and $5. 
The company has increased production 
about 20 percent over last spring and 
plans further expansion. 


@ Jefferson Leather Co. of 117 
Beach St., Boston, is now representing 
Donovan Industries, Inc., of New 
York City, as New England sales rep- 
resentative to the women’s shoe indus- 
try. Jefferson will handle Freudenberg 
CEFA Calf, Heyl glace, suede and 
metallic kid leathers; U. S$. Raw Skins 
Tanners Chiffon and Mocha; Cooper 
Brothers combining process; and the 
Viertex line of supported plastics, in- 
cluding Bambu, Woodweave and other 


original surface textures. 


® Atlantic Heel Co., Inc., is fea- 
turing a complete line of pre-finished 
heels at the Factory Management Con- 
ference, Netherland-Plaza Hotel, Cin- 
cinnati, from April 26-30. Both stand- 
ard and novelty heels along with vari- 
ous combinations of platform material 
and wedge materials will be featured 
at Booth 410. 
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ON THE COST OF 
VEGETABLE TANNING 
MATERIALS! 


ting in drawn 
grain. Maratan itself is taken up 
ee Note Ok bey quickly and uniformly and can be 
it today! used in concentrated solutions. 
Maratan can be used to supply up to a 25 or 30 degree of tannage. 
Higher tannages are obtained by using vegetable tans in conjunc~ 
tion with Maratan. The suggested percentages of tannin to be sup- 
plied by Maratan and by vegetable tans for various types of leather 
are given below (based on supplying a 25 degree of tannage with 
Maratan) : 


—_—— 





Percent 
Tannin To 
Marotan 
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® Hide wettings for March at Colo- 
nial Tanning Co.’s Ayer, Mass., Velka 
Division, totaled 1,856,408 pounds, a 
record-breaking figure for the firm, 
according to Kivie Kiplan, general 
manager of the company. The March 
total exceeded the Ayer division’s pre- 
vious record, set a year ago, by 20,000 
pounds. 

® Fenway Shoe Corp. has consented 
to being adjudicated bankrupt, it is 


reported. The firm is located at 33 
Simmons St. in Roxbury. 


GEORGE O. 


® Haley-Cate Co., Inc., of Everett 
and St. Louis, Mo., has concluded a 
license agreement with Nite-Glo 
Corp. of Boston whereby the former 
will process and sell Nite-Glo ma- 
terials to the shoe trades. 


® Medway Shoe Mfg. Corp., shut 
down for the past few weeks, may re- 
sume operations shortly, according to 
company officials. The firm has asked 
employes to accept some reductions in 
fringe benefits provided in the current 
contract. 


Bridgewater 


JENKINS CO. yc 
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® Commonwealth Shoe and Leather 
Co. of Whitman, Mass., maker of Bos- 
tonian shoes, is placing a number of 
new three-dimensional plastic signs 
with dealers throughout the country. 
The specially-designed signs have two 
faces, are 3” by 6’ and brilliantly illu- 
minated by slim-line fluorescent lamps. 


© Ephriam Braude Leather Corp. 
of Woburn and New York City, an- 
nounces it is now producing its new 
line of ‘Melloglove” side leathers for 
the shoe and handbag industry. The 
line will be available in full-grain and 
corrected sides through the company’s 
agents in Boston, New York, Balti- 
more, St. Louis and Cincinnati. 


@ “Give Your Shoes That Well- 
Groomed Look” is the title of the new 
folder put out by C. S. Pierce Co., 
Brockton, Mass., to illustrate its line 
of display trees for men’s, women’s 
and boys’ shoes. The folder depicts 
every type of display tree, from cus- 
tom made models complete with heavy 
leather tops on which the customer 
may have his name or trademark em- 
bossed, down to wood back forms. An 
ingenious yet inexpensive Combina- 
tion Form combines a “Fitol Hitoe” 
forepart of fibre or celluloid, for shap- 
ing the front of the shoes, with a wood 
top form to create a solid and rich 
effect. 





Canadian 
Notes 





@ There were 19,858 employes en- 
gaged in the leather boots and shoes in- 
dustries across the nation at Jan. 1 
this year, the Canadian Government’s 
latest survey reveals. Average weekly 
salaries and wages rose to $35.19 on this 
date compared with $32.92 last year 
on same date and average hourly earn- 
ings rose to 91.2¢ against 85.4c. Aver- 
age hours of work per week was 35 at 
Jan. 1 compared with 34.5 last year. 


® Canadian department store sales 
of women’s, misses’ and children’s 
shoes increased 2.5% in dollar volume 
during Feb. compared with a year ago 
in this with value of stocks rising to 
19.1% .in this pericd. Sales of men’s 
and boys’ shoes in this period rose 2% 
and value of such stocks increased 
19.7%. 


® Davis Leather Co., Ltd., has re- 
ported a net loss of $68,705 for 1952 
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compared with a net loss of $808,493 
in 1951. Working capital decreased 
to $2,775,869 from $3,108,593. J. A. 
Gairdner, president, said the losses re- 
flected a continuing decline in prices, 
low demand and loss of export trade. 


®@ Sales of chain shoe stores across 
the nation increased 7.6‘( in dollar 
volume during Feb. this year compared 
with last year in this month and their 
inventories advanceed 10.7% in value 


in this period, 


® Canadian footwear wholesalers’ 
sales jumped up 12.6% in dollar vol- 
ume during Feb. compared with same 
month last year but value of their 
stocks dropped 19.1% in this period. 


@ Galt Shoe Mfg. Co. of Kitchener, 
Ont., reports it will begin operations 
at its new plant the beginning of May. 
The plant will provide some 10,000 
sq. ft. of floor space. 


® Notice has been given in Ottawa 
that the Dominion Wood Heel 
Corp., Ltd., has decreased its board 


of directors from six to four members. 


® Majority of common stock of the 
111-year-old McArthur Chemical 
Co., Ltd., of Montreal and Toronto, 
oldest chemical company in Canada, 
has been acquired by St. Maurice 
Chemicals, Ltd. Rober: Berry, presi- 
dent of McArthur since 1947, will 
continue in that position and the pres- 
ent organization will be retained. 
Founded in 1842, McArthur has long 
been internaticnally-known as an im- 
porter and jobber of tanning and other 
chemicals. 


@ There was an increase to 22 in num- 
ber of failures across Canada in the 
boots and shces trade during 1952 
compared with only 16 in 1951, the 
Canadian Government reports. The 
1952 bankruptcies included 19 in 
Quebec, 2 in Ontario and 1 in Prairies. 


® Del Rio Shoes Reg’d, Montreal, 
Que., has been subject of receiving 
order in bankruptcy, according to 
notice filed in Ottawa. 


© Imports of raw hides and skins 
dropped to only $505,000 in Jan. this 
year compared with $556,000 in pre- 
ceding month but above the $386,000 
in Jan. last year, the Canadian Gov- 
ernment reports. Imports of unman- 
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ufactured leather rose to $900,000 in 
the month $770,000 in the 
previous month and $532,000 in the 
same month last year and manufac- 
tured leather imports rose to $653,000 
in the month against $566,000 in pre- 
vious month and $332,000 in the same 
month last year. 


against 


® Canadian department store sales 
of women’s, misses’ and children’s shoes 
increased 15.1°% in dollar volume in 


Jan. compared with the same month 
last year, with such stocks rising 1.1% 
in value in this period. Sales of men’s 
and boys’ shoes advanced 14.9% in 


this period and stocks increased 4.4%. 


® Henry’s Shoe Store, North York, 
Ont., has made an assignment in bank- 
rupicy, according to notice filed in 
Ottawa. The Canadian Credit Men’s 
Trust Association was appointed cus- 
todian of the estate. 
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MARKING 


LABELS 


Markem Methods are engineered to 
solve specific marking problems. The 
proper combination of a Markem mark- 
ing machine, Markem type and Markem 
ink is matched to the individual require- 
ments. Not only are the properties of 
the surface itseif considered, but also 
local conditions of temperature and 
humidity together with your own han- 
dling techniques during production, 
storage and packaging. That is why it is 
so important that the Markem Method 
be followed completely. 


When you have a marking problem, ask 
Markem about it. Send a sample of the 
item to be marked and details of your 
needs. Markem engineers have worked 
out practical solutions for many manu- 
facturers. MarkeM Machine Company, 
Keene 14, N. H. 
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THREE PPSSA STYLE COMMITTEES 








Top—Women's Dress Shoe Committee, 
seated, left to right: Ruth Hammer, Fashion 
Director; Helen Joseph, Shoe Co-Ordinator; 
Samuel G. Intrater, Chairman of the Wom- 
en's Shoe Committees. Standing, left to 
right: Edward Atkins, Co-Manager; Arthur 
Gold, Miles Shoes; Sidney Spiegel, Bruce 
Shoe Co.; Lee Walters, G. R. Kinney Co., 
Inc.; Francis Magee, Endicott Johnson 
Corp.; Norman Nelson, John Irving Shoe 
Corp.; Harold Ashe, M. Sibulkin Shoe Co.; 
Samuel Demo, Edison Bros. Stores, Inc.; 
Robert Wodin, Ware Shoe Co.; M. W. 
Borkum, Radcliffe Shoe Co.; Maxwell Field, 
Co-Manager. 


Center—Casual and Dressy Flats Fashion 
Committee, seated, left to right: Arthur 
Pfeiffer, Pfeiffer's, Inc.; Ruth Hammer; Syl- 
van Bane, Chairman; Ralph Becker. Butler's 
Inc.; Manus Schoenfeld, Jenrose Shoe Co. 
Standing, left to right: Maxwell Field; Syd- 
ney Spiegel; Harry Gould, Edison Bros. 
Stores, Inc.; Arthur Lessing, Lessing Rudner 
Footwear, Inc.; Edward Atkins. 


Bottom—Women's Sport and Welt Shoe 
Committee, seated, left to right: Joel Glass- 
man, Saxe-Glassman Shoe Corp.; Ruth 
Hammer; Saul L. Katz, Hubbard Shoe Co., 
Chairman; Ted Weiss, Weiss-Lawrence, Inc. 
Standing, left to right: Maxwell Field; Louis 
Fishman, Belgrade Shoe Co.; J. Klein, Songo 
Shoe Mfg. Co.; Arthur Maling, Maling 
Bros., Inc.; Dan Druth, Maling Bros., Inc.; 
George Nacht, Shoe Corp. of America; 
Edward Atkins. 








HAT SWEAT 


BESSE, OSBORN & ODELL, INC., 129 South St., Boston, Mass. 


LININGS 
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WOMEN'S FASHION REPORT 
(Concluded from Page 15) 


Coronation which takes place early 
in June has far from spent itself as 
a fashion influence. While the heavy 
regal colors already have had ex- 
ploitation, the fashion industries will 
still reflect moods of elegance, lavish- 
ness and luxury. Expect to see lots 
of braiding, embroidery, appliques, 
stitching, underlays and overlays. Ex- 
pect to see beading, jewelling and 
studding. These treatments may not 
be identified as “Coronation” but an 
era of lavishness and glitter is indi- 
cated. This relates also to the mono- 
chromatic look of apparel which calls 
for an enrichment of accessories. 

A word of caution—This does not 
mean heavy looking shoes. The feel- 
ing should be sleek and elegant. 


Casuals And Dressy Flats 


As in high heel shoes, Black Suedes 
number one for early selling, joined 
by Suede and Smooth combinations 
and then followed quickly by in- 
creased popularity of Smooth leath- 
ers, particularly in the aniline family. 
Pale shades of reptile prints are ex- 
pected to be promotable early. 

Colors: Black, Aniline types, Red, 
Brown (suedes with aniline trim), 
Grey Flannel, Blue (smooth), Green 
(as trim only). 

Fabrics: Volume trade sees flannels 
with leather trim still number one 
shoe fabric with some possibility for 
novelty woolens. 

Heels: Styled heels good—notably 
round, square back, grooved back 
and, of course, hooded. 

Toes: Modified toe last much more 
important than new pointed shape. 
Reports of acceptance of Square toe 
ballet in some areas. Skimmer still 
big in certain areas and rapidly mov- 
ing into all areas. 

Patterns: Straps and Pumps pre- 
dominant trend although the over- 
the-ankle strap is diminishing in 
favor of T’s and Pattern pumps. 
Slings are seen retaining their 
strength. Will not diminish. 

Californias: Will be good in rep- 
tiles, suedes and smooth leathers. 
Something new has come to the fore 
in this group. In the family of the 
California styling but made on 
Compo construction—a 14/8 Wedge 
in suede leathers with leather French 
cording and leather laced treatments 
on vamp. This is one of the most 
important and newest things in the 
picture for Fall. 
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Women’s Sport And Welt 

Glove Leathers—This is essentially 
an improved tannage story. With this 
accomplished, an upswing in sales 
of glove leather footwear in a wide 
variety of patterns and types is an- 
ticipated. Most important volume 
colors will be cream, red, russet glow, 
golden tan—-in that order. 

Oxford Patterns—Strong accept- 
ance for both suede and smooth is 
predicted. Best suede colors are 
Black, Grey, Blue, Brown, Rust. 

Wine, Black and Blue Saddle Ox- 
fords with matching soles will be best 
selling colors. 

Moccasin Types — The greatest 
gains will be registered by Black 
smooth leather. Many of these will be 
accented with high colors. 

Brown is seen decreasing. The 
Aniline group (including Amber, 
Taffy, Benedictine, Camel) and Red 
will follow black. 

Watch the Shankless Shoe—Con- 
sumers reported accepting this ulti- 
mate in soft flexible construction. 
Pattern should not be limited to 
moccasins. 

The smooth versus suede evaluation 
can be made most easily in terms of 
timing. Suedes in sport and welt 
shoes are now nationally accepted and 
will sell early. The wide consumer 


interest in the aniline smooth family 
and the fresh look of new trimming 
and detailing should bring smooth 
leathers up fast and extend their sell- 
ing period, 
Crepes 
The widespread acceptance of crepe 
both foam and neoprene, 
should not be taken to promise un- 
qualified saleability of “any 
with a crepe sole.” Next Fall crepe 
will continue as a strong selling factor 
but it must be styled properly and 
used intelligently with the right shoe 
patterns and in the right color com- 
binations. While solid colors will 
represent dominant volume, colored 
midsoles and sandwich effects will 
also have their place. 


soles, 


shoe 


Indoor-Outdoor 

Bootees—This will be an extremely 
popular category and cannot be un- 
derestimated. Lined or unlined, self- 
soled, soft soled or hard soled. Orna- 
mental beading, braiding, stitching 
and strapping are treatments on pastel 
backgrounds, Glove leather and suede 
combinations are good. 

Shearling Boots— Last Fall an 
amazing volume item. Should be at 
least as good again. Novelty fasten- 
ings, cuffs and color contrasts will be 
important. 


A Sole Is Born — 


When the Beam sends the die through the 
leather—A Sole is Born. John Ribero started 
cutting soles for the Brockton Cut Sole man- 
agement in 1938. Except for a few years in 
the navy he's been on the job steadily. 
He is an expert in his knowledge of what 
constitutes good insole cutting. 
All of our cutters are.constantly alerted to 
quality selection. 

Leather is Nature-bred to Breathe. 
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BROCKTON, MASS 


MEN'S AND BOYS' LEATHER GRAIN INSOLES 


LEATHER COUNTERS - LIFTS - TAPS: MIDSOLES 
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SYLVIE HAMILTON 
(Continued from Page 22) 


business has become a style field in 
its own right. 


Wild Oats—an original color pro- 
motion in the moccasin field was in- 
troduced in the Spring of 1951 and 
then repeated in °52 and °53. This 
new color for the moccasins and its 
new name fit a pattern for a success- 
ful color promotion in a field where 


One trick: add a plus-value to an 
old idea... 


colors were very basic. It was used in 
shoes from $6.95 up. 


W hispers—a new approach to soft- 
ness and lightness in moccasins was 
started in the beginning of ’52. It 
was the first time that very soft tan- 
nages and heavy weight leathers were 
used in a hand-sewn shoe, and when 
coupled with the retanned leather 
soles, a new conception for mocca- 
sins resulted.’ 


An example of how a new style 
originates in popular priced shoes 
and is adopted later in higher priced 
lines, is Saxe-Glassman’s promotion 
of thick or jumbo foam crepe soles. 

This idea was launched about two 
years ago by Saxe-Glassman. We 
have seen it since in several higher 
priced lines. 

Lucky Stride has successfully pro- 
moted dressy, single sole, glazed kid 
sandals on low heels. Previously this 
fashion story was told only by the 
manufacturers of wedges and plat- 
form types. 

Edith Henry of Lucky Stride has 
always been receptive to new color 
combinations. I have worked closely 
with her on several occasions and 


find that she will catch the “spark”, 
put it into shoes, and dare a retailer 
to buy it. Invariably he sells it. An 
illustration of this is the surprising 
number of shoes she sold in a com- 
bination of grey suede and camel, 
and in grey suede and peanut brittle. 

Brauer Bros., in both the Paradise 
and Kittens lines, has successfully 
promoted new colors which were so 
new we created the colors. Each of 
these colors seemed -to start a trend. 


You must have the courage of your 
convictions ... 








VERZA TANNING CO. 


VERZA CHROME CALFSKINS 


Full Grain and Corrected Grain — Black and Seasonal Colors 


CHROME SIDES AND KIPS — BLACK AND COLORS 


Suede Splits for uppers 
Black and Brown 








Suede Lining Splits 
Grey, Faun, Waterlily 


Perfected Specialiies—WHITE BUCK AND WHITE SUEDE SPLITS 


Boston Office: D. W. Poore Leather Co., 91 South Street 
Tannery and Headquarters: 107 Foster Street, Peabody, Mass. 











Reg. U. S, Pat. Off. 


We have a gore with the correct 
stretch and power for every 
pattern and shoemaking application 


EXTRA STAMINA 


homie 


MOORE FABRICS 


WITH ITS PATENTED ELASTIC YARN SELVAGE 


MANUFACTURED UNDER PATENT NO. 2582169 


black and in season’s colors 
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experts 


PAWTUCKET, RHODE ISLAND 





LEATHER and SHOES 


April 25, 1953 





“This manis 
ooking 
for Something 











‘ 


HALL , 
BUROMIN' 
CALGON |, 


A SUBSIDIARY OF HAGAN CORPORATION 
HAGAN BUILDING 
PITTSBURGH 30, PA. 
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TANNERS find 
they can get better leather, faster 


with a Calgon pre-tan 


Tanners who use a Calgon pre-tan before vegetable tanning, 
find their leather is lighter and more uniform in color 
and has a finer, tighter grain. 

Tanners who use a Calgon pre-tan find that it has 
accelerated the penetration of the vegetable liquor, 
while protecting the stock from the strong, harmful, 
astringent liquors. 

They find their leather has greater abrasive resistance, 
greater tensile strength and greater plumpness 
than before they began using a Calgon pre-tan. 

They find that a Calgon pre-tan removes salt stains. 
~ Why don’t you find how CALGON can help give you better 
leather, faster? Write, wire, call or clip the coupon. 


*T.M, Reg. U.S, Pat. Off. 


CALGON, INC. 
Hagan Building, Pittsburgh 30, Pa. 


Please send me your bulletia “Calgon Duta for the Leather Chemist.” 
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French Briar—*sold out to the pair,” 
retailers told me. Victorian Rose— 
a color promoted in July—usually a 
black suede month—sold well every- 
where, 

In the home and slipper field, Ar- 
thur Pfeiffer is a standout for intro- 
ducing novelties that sell. Jewelled 
denims was a fashion borrowed from 
ready-to-wear and established as a 
best seller in at-home styles by Pfeif- 
fer and La Marquise in volume price 
ranges. 

It seems to me that the whole field 


ot “At-Home” shoes, as yet almost 
unexplored, can be literally captured 
by the volume price manufacturers. 
The ability to use inexpensive fabrics 
and “doll” them up is one of the 
tricks you can use for this type. 
Here, also, is a place to promote 
“He” and “She” styles. This idea 
was launched in popular price shoes 
in several types: sneakers, sports and 
casual lines. The stores that used 
this stunt reported it successful. 
With the exception of one or two, 
none of these manufacturers has ever 


» Designed 


to save you more and serve you better 
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been a “creator.” But each had the 
courage of his convictions at some 
time. Each knew that excitement has 
a value. Each realized he was not 
just selling footwear. Shoes are a 
fashion item. The manufacturer who 
supplies retailers with something to 
ballyhoo, something with which to 
excite their customers, is certainly 
going to get noticed. Have you no- 
ticed how retailers seem to always 
want to see certain manufacturers’ 
lines first, each time they come to 
market ? 

Now for the jackpot question: 
“How is it accomplished?” Here is 
the way I believe it must be done for 
middle range and popular priced 
lines. 

1. Take a theme that is currently 
sound, or is historically sound, in 
the shoe industry. Bring it up to date 
by taking what is the trend and mak- 
ing a plus-value on the old idea. The 
trends are there for you to be aware 
of. A coming fashion casts its 
shadow before it. One trend that has 
arrived, for instance, is the soft con- 
structions and lightness; “a_ thin 
foot” is the foot of today. 


Listen and File 


Learn to listen and file for future 
use perhaps the “mark-down fashion” 
talk you get from fashion people. At 
Amalgamated Leather Cos., we in- 
troduced “Soft Touch” leather and 
started talking “Soft Shoes” at least 
three years ago. Most manufacturers 
threw up their hands in horror at 
the idea of soft counters or no coun- 
ters at that time. Certainly it was 
early, but the fellows who started it 
a season later had a real promotion. 
Today it is probably the most impor- 
tant single trend there is. 

2. Having decided on the idea, 
whatever it is, a fabric, a leather, a 
new treatment, a new color, a new 
silhouette, or a new construction, be 
sure you have it in the right type of 
shoes. Some ideas are wonderful in 
flats and would fail in dress shoes. 
Some ideas are strictly casual, some 
dressy. Don’t try to straddle. 

3. Will your shoe complement the 
clothes women will be wearing or 
buying when these shoes go into the 
stores? Are these shoes fashion-right 
for the coming ready-to-wear story? 
Particularly watch for silhouette in 
ready-to-wear. Good fashion demands 
that all components of a woman’s 
costume combine to make the “right 
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look.” For example, if skirts will be 
long, low heels—unless they are very 
shaped and give the appearance of 
height and slimness—will not do. 
1. Analyze the woman you are 
aiming at. Is she just coming out of 
saddle oxfords, or is she somebody’s 
mother? Does she want fit or does 
she prefer style to fit, and will she 
sacrifice the latter to get the former? 
A perfect example of where giris 
will give up fit for style is the tre- 
mendous popularity of the kid leather 
shell pump with the 15/8 Louis heel. 
I'll say cautiously that many of these 
shoes never truly fit the feet they 
went on. But the girls did not care. 
If you tried to firm them up they 
wouldn’t have them. They had to 
fall in at the toes and feel like ele- 
vated ballet slippers. This is what was 
the appeal of these shoes. The mo- 





Back up your baby—be, and act 
authoritative .. . 


ment you tried to put them in firmer 
leather or firmer counters and box 
toes, you lost the look and the feel 
of these shoes. Remember, the girl 
who bought these shoes had not long 
before kicked off a pair of moccasins. 

5. Give your promotion a “zingy” 
handle. Give it a short crisp name 
or phrase. Be sure it relates well to 
the promotion. Try to make it de- 
scribe the idea. Think of how the 
name will look in print, and if it is 
a color, how well it will reproduce 
on the printed page? 

6. Does the fashion require a co- 
ordinated handbag? If it does, do 
not show more than two styles. One 
style is better. Keep them down in 
price; stick to best selling styles. Be 
sure the handbags are the right type 
for the shoes. A shoe style for a 
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a new, proved line o 
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CEMENTS 


¢ FOR MACHINE OR 
BRUSH APPLICATIG 


See Nearest Representative 
. Or Write Us Direct 


Manufacturers 
of a 
Complete Line 
of 


EDGE INKS 
and 
SPRAY DRESSINGS 
e 


All Types of 


LATEX and SOLVENT TYPE 
CEMENTS 


LEATHER and SHOES 


USE GRIP’ CEMENTS 


FOR ALI THESE OPERATIONS... 
... fof permanent Sole attaching 


. Agr Sole laying 
i 
. .ftor Cushion Sole laying 
; 
i 


for Wrapper lasting 


- 
' 
j 4. for Heel Breast cementing 
‘ 


. for cellulose or lacquered covered heels 


TuF-GRIP* dries quickly and is | 


light in color, too. 


 ) 
TUF -GRIP * meets the popular de- 


mand ...stands up and is thoroughly 
dependable. Yes, it’s ‘TUF!’ 





SEND FOR SAMPLES 


SINCE 1919 


HADLEY BROS.- UHL CO. 


$14 CALVARY AVE, © ST. LOUIS 15, MO. 














BROWN/WHITE e BLACK/WHITE 


PROMPT DELIVERY 


82 WALL ST. NEW YORK 5, N. Y. 


Telephone WHitehall 4-7570 





HAIR-ON CALFLEATHER 


NORTH & CENTRAL AMERICAN HIDE CORP. 























Leather Finishes 


b vere leather finish is one of the prime ingredients that 
contributes to the art of making fine leather. 


Many years of experience together with uniformly high 
standards of production have helped to give HYDRODITE its 
respected position in the leather industry. 

The producers of HYDRODITE invite you to make use of 
their research laboratory and technical staff. 


BRANCHES: Drexel Bldg., Philadelphia; 
Union, N. J.; Salem, Mass. 


A. J. & 3.0. PILAR 
Leather Finith Specialists 


CHAPEL ST. & LISTER AVE., NEWARK, N. 
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LEATHER and SHOES 


young girl will certainly not take an 
old lady’s reticule as a companion. 
Don’t let your shoe salesman tell you 
the bags have to be big. If the fash- 
ion is young and dainty it will not 
need a travel bag to accompany it. 


7. Now comes the test. Back up 
your baby. Be, look and act authori- 
tative. Don’t put your idea into one 
or two shoes and call it a day, hoping 
buyers will spot it immediately and 
pounce on it. They won’t, not unless 
you tell them right out loud with 
several shoes, several ways. Act as 
though you meant it. Put your idea 
into as many patterns as you think 
it will hold. You can always cull, but 
the big splash is important. A buyer 
must be impressed by this show of 
strength and confidence. Blow it up 
with all the other promotion aids 
you can give it; ads, mats, and what- 
ever ammunition you can bring up. 


Present Promotion 

Give your salesmen a real presen- 
tation of the promotion. Introduce 
it to them as a separate part of the 
line. They will always sell the basic 
shoes they are used to selling. Their 
customers will buy the line from them 
as they have before, and the new 
promotion should therefore be dis- 
played and presented by itself to get 
those elusive “extra pairs.” 

Let your salesmen have the story 
of how you arrived at this particular 
idea. If it was logical to you, it will 
be to them. They will be able to hit 
the road with enthusiasm which they 
can’t help transmitting to the retail- 
ers. Enthusiasm is infectious. This 
type of infection nobody objects to. 

I have used widely divergent styles 
and types of shoes as illustrations of 
successful fashion exploitation. I 
could have used more examples in 
any category, but I wished to show 
that fashion promotion is not limited 
to one or two categories of shoes. 

By now I am sure we are all con- 
vinced that price promotion alone 
will not make the customers dash into 
the shoe store. Price promotion as 
a leader is not the magic formula in 
any women’s fashion line today, 
whether it be hats, dresses, coats, or 
suits. Fashion or news is the gim- 
mick that works. 

Isn’t this what our industry needs? 
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CLASSIFIED ADVERTISING 








Wanted and For Sale 





For Sale 


United Shoe band knife splitter, Model A. 
Excellent condition. 
Address D-6, 
c/o Leather and Shoes, 
300 W. Adams S&t., 
Chicago 6, Ill. 


SEDGWICK K. JOHNSON 


Leather Chemist and Tanner 
Research and Government Work a Specialty 


E-4 19 Pingry Place, Elizabeth 3, N. J. 
ELizabeth 3-7336 


Blue Splits Wanted 
BLUE SPLITS WANTED: Car or truckload 
quantities. Untrimmed or trimmed. Also Biue 
Shouder Splits, Bottom Splits, etc. Steady user. 
Address D-8, 
c/o Leather and Shoes, 


300 W. Adams St., 
Chicago 6, Ii. 


Hides, Skins, Splits & Goat Hair 
From India — Regularly 


48,000 Goat Skins 5,000 Buffalo Hides 
30 Tons Goat Hair 
AARON DORFMAN 
808 Bailey Building, Phila. 7 
Tel. Kingsley 6-0736 (9 to 10 A.M.) 





P roposats FOR MATERIAL, ETC. 
U. S. Government Printing Office, 
Washington, D. C., April 13, 1953 


Sealed proposals will be received at this of- 
fice until 10 o’clock a.m., May 11, 1953, E.S.T., 
for furnishing Leather, Book Cloth, Gold Leaf, 
and other material for the public printing and 
binding to the Government Printing Office dur- 
ing the term of 6 months beginning July 1, 
1953. The right to reject any and all bids and 
to waive defects is reserved. Detailed schedules 
of the materials, etc., required, accompanied 
by blank proposals and giving the reguiations 
with which bidders must comply, may be ob- 
tained by addressing 

P. L. COLE, 
Acting Publie Printer 


Help Wanted 








Salesman Wanted 


SALESMAN WANTED to handle sole leather 
products for the Finding Trade. State previous 
experience. Commission basis. For full particu- 
lars address 
D-5, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 


TABER 
TANNERY 
PUMP S§S 


.-. have been meeting the special 
requirements of the Tannery since 
1859. Write for Bulletin TP-629 


TABER PUMP CO. 
300 Elm St. (Est. 1859) Buffalo 3, N. ¥. 
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Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the *‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘Help 
Wanted’’ and ‘Special Notices’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

Minimum space accepted: 1b inch. Copy 
must be in our hands not later than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers § are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RU MPF PUBL ISHING co. 
300 W. Adams St hicago 6 








Lasting Room Foreman 


LASTING ROOM FOREMAN for Mid- 
western manufacturer of women's high 
grade welts, State past experience, age, 
and salary expected, also date of avail- 
ability. All information kept strictly 
confidential, Address D-11, ¢/o Leather 
and Shoes, 300 W. Adams St., Chicago 
6, Th. 











Situations Wanted 














Representative Wanted 


WEST COAST REPRESENTATION WANTED 
by Eastern fatliquor manufacturer. Straight 
commission basis. Reply in confidence. 


Address R-4, 
c/o Leather and Shoes, 
10 High St., 
Boston 10, Mass. 








Experienced Blacking 


Salesman 
TO COVER SOUTH SHORE TERRI- 
TORY (MASS.) for reputable shoe 
chemical house. Must have knowledge 
of packing and finishing rooms condi- 
tions. Please give complete details in 
letter. 
Cc. F. JAMESON & CO., INC. 
218 River Street, 
Haverhill, Mass. 














Shoe Fitter 


WANTED: Shoe fitter experienced on fine ma- 
chine work of upper restyling, fitting and pat- 
tern work on ladies’ and men’s shoes. Kansas 
City, Mo., location. Excellent opportunity— 
steady work. Vacation and insurance benefits. 
Address C-20, c/o Leather and Shoes, 300 W. 
Adams St., Chicago 6. Ill. 


TH 


A GOOD 


LAN 


NAME 
SINCE 
1901 


DRUM.-TYPE 
CAN 


5-GALLON 

SQUARE CAN 
STERN CAN COMPANY, INC. 
71 LOCUST STREET, BOSTON 25, MASS. 
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Making Room Foreman 


MAN with long experience who knows Compo 
and California construction problems thor- 
oughly seeks new opening Can get out the 
shoes and train help Apply Box R-2, c/o 
Leather and Shoes, 10 High St., Boston 10, 
Mass. 


Upper Leather Salesman 


NEW ENGLAND territory. This man knows 
personnel and requirements of entire territory 
and seeks connection on either salary or com- 
mission basis with tanner of good repute 
Address Box R-3, c/o Leather and Shoes, 10 
High St., Boston 10, Mass 


‘ 


Sales Demonstrator 
YOUNG MAN, with 7 years experience in tan- 
nery (soak through finish), desires position as 
Sales Demonstrator. Will consider position in 
tannery. Willing to relocate 

Address D-12 
c/o Leather and Shoes, 
300 W. Adams St 
Chicago 6, Ill 


i eh, 6 i 

WIDE 
You can save about 35%, labor time if you 
use Schaefer Shoe Cementers in your stitch- 
ing room. Uniform machine cemented coat- 
ings not only save time, but prevent slow- 
drying, wrinkles, blisters and leather 
distortion. Ideal for sock linings, vamps, box 
toes, innersoles, linings and heel pads. 


SCHAEFER MACHINE COMPANY, INC. 
69 Carbon Street, Bridgeport, Connecticut 


Tel.: Bridgeport 68-2250; New York City 
LExington 2-2010; Boston ARlington 5-8096 


AGENTS IN PRINCIPAL CITIES 








INDEX TO ADVERTISERS 





A Boston Mach. Works Co. ........... 
ABC Backing Corp. . 29 Brezner Div., Allied Kid Co. 


Bristol Fabrics, Inc. 

Alsonett Hotels .. 48 - 
Amalgamated Leather Cos., Inc. .. 46 Brockton Cut Sole Corp. .. 
Amdur Leather Co., Inc. 62 
American Extract Co. .. 4 
American Hide & Leather Co. “Back Cover Cc 
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Carr Leather Co. 
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B Colonial Tanning Co., Inc. 

Compo Shoe Mchy. Corp. .......... 
Consolidated Rubber & 


Besse, gta & Odell, Ri ee is Plastics Co., Inc. 





Bess WHITE ELK 


ELK SIDES —CHROME SPLITS 
AMDUR LEATHER CO., INC. 


Tanners 


7 SPRUCE ST., NEW YORK, N. Y. 
129 SOUTH ST., BOSTON, MASS. 


TANNERIES — Peabody & Woburn, Mass. 


SELLING AGENTS 


C. D. Kepner Leather Co., Boston, Mass. 

L. Chase Kepner, Lancaster, Pa. 

Liebman & Cumming, Los Angeles, Calif. Chicago Tanning Co., Chicago, Ill. 

Liebman & Cumming, San Francisco, Calif. John G. Mahler Co., Dallas, Texas 
Thomas F. Dorrity, Rochester, N. Y. 


Allen Leather Co., St. Louis, Mo. 
W. H. Grafe, Cincinnati, Ohio 








NILES 
ARCH UPLIFTS 


are the tonic that will trigger your 


shoe sales to new highs. Cut from 
bend leather, 7 to 8 irons and molded 
with a 12,000 lb. pressure to fit any | 
last, % million pairs of Arch Uplifts 
have already been produced in solid 
leather and 1. million pairs for me- 
dium grade shoes from compositions. 
Arch Uplifts are used in several top 
lines for Men’s, Women’s, Boys’, 


Channeled and stitched to the inner- : . 
sole ready for assembling into the shoe, Misses’ and Children’s shoes. 


Pep up Shoe Sales with a Real Uplift @ Increased Shoe Wearer’s comfort @ Stands up to the 
roughest wear @ Guaranteed to retain its shape @ Aids in the prevention of fallen arches 





Niles Shoe Products Co. | veserits ter 


Underlifts . . . Top- 
FITWELL BRAND lifts . . . Rands . . 
Elkhorn, Wisconsin 


Welt Extenders . . 
Division of Van Horne-Kaestner Leather Co. Outsoles . . . Uplifts. 











62 LEATHER and SHOES 


D 
Diamond Alkali Co. 
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Garlin & Co., Inc. 
Gebhardt, A. L. Co. 
General Dyestuff Corp. 
Insert ren Nees 
Gordon- Gruenstein, inc. 4 


Hadley Bros.-Uhl Co. 

Hebb Leather Co. .... 
Horween Leather Co. 
Huch Leather Co. 


I 
Independent Die & Supply Co. 


J 
Jenkins, Geo O., Co. 


Korn Leather Co. 


L 


Los Angeles Tanning Co. 
Lynn Innersole Co. ... 


Marathon Corp. 
Markem Machine Co. .. 
Moore Fabric Co. .. 


Niles Shoe Products Co. . 
North & Central American Hide Corp. 


0 
O'Keefe, Thomas, Lea. Co. 


Pennington, C. W. . 

Pero & Daniels, Inc. .......... 
ha, Sh ee a ee 
Plever Backing Corp. .. 


River Plate Corporation .... 
Rueping, Fred, Leather Co. 


Ss 


Schaefer Mch. Co. . 

Shain & Co., Inc. 

Slattery Bros. Tanning Co. 

Snyder Buckram Co. ... a 
Sponge Rubber Products Co., ie: 
Stern Can Co., Inc. 

Superior Tanning Co. 


T 
Taber Pump Co. .... 


Tanexco, Inc. 


United Last Co. . 
United Shoe Machy. Corp. 


v 


Verza Tanning Co. ........... 
Vulcan Corp. 


"49, 50 and 63 


Windram Mfg. Co. 38 
Winslow Bros. & Smith Co. 46 
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It’s a Rugged Job 


BUT “CELASTIC” BOX TOES 
ASSURE TOE COMFORT 


The wearer may not know his box toes are “Celastic’’ nor even that he 
has box toes in his shoes, but he does recognize toe comfort and pleasant 
toe freedom without wrinkled toe linings. 

“Celastic” is designed not only for rough usage, but for every day 
comfort in shoes of many styles...men’s, women’s and children’s. 
“Celastic’”’ duplicates the contours of the toe of the last and forms a 
structural shape over the toes. Because of this “Celastic’” is a measure of 
quality protection for the designer and manufacturer ...a feature that 
builds customer loyalty for the retailer. It assures proper preservation 
of toe style and toe comfort, in play shoes, in street shoes...and in 
work shoes. 





Like all Celastic Box Toes, 
the one shown in this un- 
retouched “cutaway” 
photo has served its owner 
well. He is Mr. Paul E, 
Fudge, of Nashville, Ten- 

c nessee. Occupation: tele- 

phone linesman. Mr. Fudge states: “My 

shoes have to take a lot of punish- 

ment and with these | never ex- 

perienced any toe discomfort 

due to loose linings.” 








*Celastic is a registered trademark of the Celastic Corp. 
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A GREAT NAME IN SHOES 
FEATURES A GREAT NAME 
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REGAL 


Willow 
CALFSKIN 


#5 


CALFSKIN 


Fine leather is the foundation of fine shoes ~ and shoes 
made by REGAL featuring WILLOW Calf, retain 
their beauty of form and finish. 


This attractive, sturdy, full-grain a i 


| leather shapes itself to the feet, takes » 


ve 


yctions # ee 


ca ha all "ou oe 


a nice polish, and wears very well. 


AMERICAN HIDE ano LEATHER COMPANY soston 





